“BOOT and SHOE 


RECORDER 


he Great National Shoe Weekly 


ESTABLISHED APRIL 1, 1882 





Vol. XCHI New York, August 25, 1928 


eors" 





FKIRST FALL EF lashes 


Significant Style Trends Disclosed by Telegraphic Canvass of Merchants 
Catering to Collegiate Trade 


there comes a real opportunity for merchants sented in a number of styles. Our Fall business on men’s 

in college towns. There are, in this country, shoes looks rather promising. 
4,500,000 students in high schools or in colleges. This E. M. Boyd, Austin, Tex., wires: College women are 
buying bloc expresses itself in a demanding more feminine footwear. 
fashion way, and some merchants are Sa Materials and colors are more impor- 
keen to capture this trade. tant than elaborate patterns. Expect 
The impulse of style that Regent and step-in pumps first, with 
comes through collegiate se- a ties and two or three-eyelet oxfords 
lection helps to determine x in all-over materials close second, 
the salable footwear of Oc- —— g both in spike and box heels. No 
tober, November and Decem- hss th a. straps. Vamps must be short in our 
ber. E ad ih ] section. Blue kid for early run, but 
few reptiles. Mud-brown kid and 
deeper tones in kids and suedes look 
good for the long pull. More interest 
in black leathers, other than patent, 
than in several seasons. Satins very 
limited demand. Expecting big in- 


We have telegraphed representa- crease Texas U enrollment. Pros- 
tive merchants the country over just _ pects good for Fall business. 
previous to going to press to get the ai - Frank Bihr, president C. B. Miller 
very latest style advice, based on . Shoe Co., Columbia, Mo., wires: We 
actual purchases, and we herewith A are now showing for Fall patents, mat 
present their definite opinions: kids, reptiles and some suedes. Black 

Hunter Thompson Co., -Inc., Salt predominates, with brown running a 
Lake City, Utah, wires: We are pre- close second, and a few blues. Wide 
pared to sell young men and college straps and tie effects for sport and 
students both black and brown Scotch sae street wear and narrow straps and 
grain oxfords with either single or L, pumps for afternoon and evening. 
heavy double soles, also brogue effects a Evening slippers of silver kid and 
in wing tips and smooth leathers in satins. 
a medium shade of brown retailing In men’s shoes we are strong for 
from $8.50 to $15.50. We believe grain leathers in black and brown, 
blacks will sell quite heavily. Our In diate 4,500,000 boys with plain calf leathers. For after 
early demands have been Scotch and girls will return to high six o’clock wear, medium and narrow 
grains. Medium priced shoes are school and higher educational custom lasts predominate. Our ad- 
stitched and perforated more than the institutions vance sales on these prove to us that 


oJ tier the first presentation of Fall fashion, higher priced footwear. The blucher pattern is repre- 


Any major demand for types of 
shoes or colors, as registered by the 
collegiate field, makes its imprint on 
the footwear worn by boys and girls 
below the twenty-five year old age 
limit. 
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this is about right for us as we size it up now. 
David Feinefeld, Birmingham, Ala., wires: Trend and 
patterns in college footwear, oxford types. Oxfords will 
predominate this Fall. Toes for this particular type 
shoe are still round. Heels 14/8 Cuban. Strap shoes 
with modernistic ideas are good in high heels. Mate- 
rials in serge blue and suede are leading. Blue and 
brown suede trimmed with emorized chinchilla of har- 
monizing colors is a good bet. Black suede with patent 
trim, or gunmetal kid trim, and also brown kid and 
suede of harmonizing shades are very good. Fancy 
moire satins and any fabric or crepes looks very good 
for dress wear. Frostman & Hoffman tweed is the dark 
horse for this Fall in strictly sport type footwear. 
David M. Graham, Eugene, 
Ore., wires: For general campus 
wear local college men _ inter- 
ested in heavy oxfords made of 
rugged leather, heavy soles, solid 
construction, suitable for pro- 
tection during wet weather. 
Largest demand undoubtedly 
brown Scotch grains. Lasts are 
broad, providing ample room, 
yet snug fitting in heel. Ten- 
dency in slight degree toward 
black shoe, same description. 
Somewhat of a demand for. moc- 
casin patterns. Little demand 
among college men for wing tips 
and heavy perforations. Col- 
lege men want sturdy footwear, 
distinctive in style and exclu- 
sive in atmosphere. For formal 
wear, plain toe patent leather 
oxfords, with an appreciable 
tendency for black calf leather for semi-dress shoes. 
Frank H. Bush of Los Angeles, Cal., wires: Trend 
in women’s shoes for two and four-eyelet oxfords; 
steadily increasing pumps. Strong demand for one- 
straps, blacks, in patents, mat kid and suedes. Spanish 
brown kid and suede increasing in popularity. Lizards 
and alligators, both brown and black, selling freely. 
Strong demand for dark blue in kid, suede and lizard. 
Men’s semi-brogue type oxfords best, with tendency 
toward darker tans. Blacks moving freely. Call in- 
creasing for Scotch grain both in tan and black. 





NIVERSITY OF WYOMING girls prefer brown 
calf or black patent oxfords with 12 to 14/8 heels, 
with round or square toes for school wear. For dress, 
bicck satin, patent, blue, medium and dark brown in 
order named look good with short vamps and high heels. 
Pumps first, with plainer strapped patterns second. 
Ties not strong. Reptiles are good both for turn and 
all-over patterns. Brown predominating for street wear. 
The first test of the salability of a new color will 
come in the acceptance of the brown family (dark tones 
in suede and kidskin, running to medium and lighter 
tones in calfskins). In high grade shoes for Fall sell- 
ing, Java brown and Spanish brown are the beginning 
of a range of colors that darken to mahogany brown, 
Burgundy, wine and plum. 

The sharp definition between the Summer beige tones 
and these dark browns is a matter of concern to mer- 
chants. The national feeling now is that these dark 
browns will be acceptable in top-grade footwear. The 
problem is, what will be in demand in the medium 
priced and low priced shoes for girls and women? 

The first public acceptance on the part of women of 
the deeper browns is, ‘therefore, of great significance 
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Sheppard’s College Shop in Greens- 

boro, N. C.—cartons concealed—makes 

a particular play for southern colle- 
giate trade 





this season. The shoe trade is of the belief that these 
deep browns are a most practical color, because what- 
ever the ensemble the foundational foot in brown blends 
with almost any coat or dress. 

Following the brown family comes the second ap- 
pearance of blues in footwear. The way has been paved 
for the acceptance of navy blue through the past sea- 
son’s interest in midnight blue shades in shoe leather. 
Blue has a _ possibility this season of fitting in so com- 
pletely with the blue in dresses as to make it a per- 
manent shoe color for seasons to come. The collegiate 
interest in blue will, therefore, be watched, for if it 
finds acceptance with the younger set, who often set 
the style pace, it has possibilities nationally. 

The newest introduction of 
color is the very dark green, 
This is a speculative color and 
depends upon early Fall accept- 
ance for its further develop- 
ment. Some of the outstanding 
new shoes of the coming season 
have a black base, the combina- 
tion being black-red, black-blue, 
black-green, to catch some color 
scheme in the costume. These 
all have a bearing on the early 
collegiate interest in the darker 
shades for Fall. 

The shoe trade, after testing 
in every way possible this darker 
movement, awaits the early Fall 
acceptance by the _ collegiate 
field. One of the reasons for 
the sharp and effective clear- 
ance of shoes this season has 
been the fear that old numbers 
cannot hold over, and their colors are out of register 
with the new dress scheme. 

There are indications of a new note in style that 
complicates the picture for Fall, particularly in high 
grade shoes. It might be termed “individualized foot- 
wear.” Each woman wants something rather exclusive 
in footwear, other than orthopedic and comfort types 
of shoes. For high style afternoon and evening foot- 
wear she wants a shoe that isn’t conspicuously on every 
other woman’s feet—particularly servant girls. 

This change is coming about through the fact that 
ensemble dressing, particularly in footwear, does not 
mean just a matching of colors but rather a blending of 
color tones and contrast that make the entire costume, 
hosiery and footwear fitted for the personality and 
color of the wearer. 


QO C. BRANNOCK of Park-Brannock Co., Syracuse, 
eN. Y., wires: This is the most difficult end of our 
business to forecast from a stylé standpoint. However, 
I believe that three-eyelet ties will predominate in the 
dark shades of tan calfskins, with blending materials 
for trimming. I believe the toning down of patierns 
is in order. Heels will range from 8/8 to 14/8 in the 
Cuban types. I believe, also, that reptilian leathers, 
such as lizards, will be good in this type of footwear in 
both black and brown; also possibly a few blues. bur- 
gundies and greens. 

C. H. Reed of Abilene, Tex., wires: Trend i 
terns range in pumps, ties and straps in 16/8'~ and 
21/8’s. In low heel, 12/8’s and 15/8’s, patterns vange 
in ties, straps and pumps. Blue kid selling bis now. 
Trend toward blue brocade, satins and velvets. Some 
indications of wine kid. Reptiles making slow <how- 
ing, except in low heels. 
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HAVE you ever stopped to think 
that a child can buy any article of 


wearing apparel for itself without 

fear of injury EXCEPT Shoes. 
Chester Herold, 

San Jose, Calif. 


ie A Pee 


HESTER HEROLD, of San Jose, has a way of 

making people think, and he certainly did give one 

of the afternoon sessions pause when he led off 
on the subject of “Fitting of Growing Children’s 
Feet.” Chester said that he had been asked recent- 
ly to make a talk before a class in one of the local 
schools on the subject of costuming. It seemed that 
this class of young women knew all about dress and 
its proper application to modernism, but they knew 
nothing about shoes. This gave him a fine chanee 
to tell them some things they should know. 

Then he asked the young women if they would per- 
mit him to see their shoes and see how well they had 
been fitted. It was a surprising thing to note how 
many of them had been misfitted. How eagerly they 
welcomed Mr. Herold’s constructive advice in the mat- 
ter of proper fitting was attested by the fact that the 
majority of them remained long after the time had 
expired for the finish of the session. 


HEY wanted to know more and more. They were 

interested in all that pertained to shoes. “And 
that,” remarked Chester, “indicates to me that we shoe 
men should become more and more professional in our 
contacts with the public. We should occupy a place 
in their esteem and confidence that is now held by 
any high class consultant. 

“Right here in Los Angeles, today, there is another 
convention in session—that of the state association 
of optometrists. Do you suppose for one minute that 
they discuss misfitting or fitting of eyes as we discuss 
the same topic applied to shoes? 

“No, it is taken for granted that any good optome- 
trist will fit eyes correctly. It goes without saying. 
And that brings the thought that no person asks to be 
misfitted in a shoe store unless that person be entire- 
ly misled by previous bad counsel. 

‘Some clerk may have told a woman that she wears 
4 size that is all wrong in our judgment. But we 
should decline to sell wrong sizes. The other day a 


woman brought a big boy into our store and wanted 
shoes for him. I found that he really wore a man’s 
size, but could not get the mother to believe it. She 
knew more about his feet, being his mother, than a 
mere shoe man like myself. Well, she went away in- 
dignant that I should try to sell her a man’s shoe for 
a boy. But she came back a week later and apolo- 
gized and asked me to fit him as I thought best. 

“We meet a lot of that, but we ought to stand firm 
and win as we will win ultimately. We should not 
permit people to tell us how to fit their feet. Can you 
imagine a good physician or surgeon allowing his pa- 
tient to veto his prescription or diagnosis? 

“Have you ever stopped to think that a child can 
buy any article of wearing apparel for itself without 
fear of injury excepting shoes? The smallest boy or 
girl will get the right hat size, the proper suit size or 
any other article of the right size. But when it comes 
to the most vital of all items of dress—shoes—they run 
that risk of misfitting and subsequent injury to their 
feet.” 

Here Mr. Herold stressed a point that the RECORDER 
has been agitating and attempting to get action on— 
the need of a proper source of supply of help. “We want 
a bookkeeper and we know we can get one from a good 
business school. The same with a stenographer or any 
other help excepting a retail salesperson. 


” E must take young men into our stores and 

teach them ourselves. That is a long, hard and 
sometimes thankless task. About the time we get them 
trained they get an offer from some other store that 
profits by our schooling. We need a sehool of training 
for our shoe men that are to come along and relieve us 
of some of our burdens. We should have a source of 
supply that will give us ready-made shoe salesmen, just 
as we have a place to draw on for other help, such as 
I have mentioned before, bookkeepers, etc.” 
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Getting More Shoes Sold Right 












Challenge to Ambition 


66 IFTY per cent of the independent retailers 

now operating will be out of business within 
the next ten years because they will not efficiently 
adjust themselves to chain store competition, the 
greatest problem of the day.” 

The head of the American Retailers’ Association 
makes the foregoing statement in addressing the 
St. Louis Advertising Club this week: 

That startling statement we now propose to chal- 
lenge. We give credit to A. A. Kuehne for amplify- 
ing this statement, for he really was speaking in 
behalf of independent retailing when he said, “The 
small store must follow in the steps of the big fel- 
lows and present a better store appearance.” Then 
he said, “The merchant’s personality may, how- 
ever, give him a decided advantage.” 

Every method of merchandising has its place and 
function in the multi-lateral needs of the American 
public. Every person in America is buying more 
articles in stores, because the American code of 
living is so high that there is money available for 
things of luxury as well as utility. As long as pros- 
perity continues there will be a place for the inde- 
pendent merchant who ventures in trade on his 
own responsibility. 

We would not like to see an America where the 
ambitious and frugal young man who has saved a 
few thousand dollars is prevented by economic 
pressure from embarking in business for himself. 
Any man who makes a statement, “The indepen- 
dent stores of this country will be cut in half in 
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ten years” is thinking in terms of material things, 






















and not in terms of the spirit. dar 
The primary spirit in American life is “I want - 
to have something of my own.” Many a young . 
man will put in twelve to sixteen hours a day into, - 
business that he, himself, owns and operates. [f “ 
he were working for somebody else the eight-hour -- 
day would be almost automatic. ." 
There are in this country thousands of success. 
ful little individual businesses, pulsing with per. - 
sonality and keen as lightning in interpreting the 9 
needs of local communities. bent 
We do not decry chain store efficiency. It haga arth 
definite place in future merchandising, but it js © : 
not without its own faults, as many a chain organi- = 
zation has learned in profitless sorrow. : 
One nation has gone one step farther, through = 
governmental distribution of footwear and ap. He 
parel, where commodities are sold at actual factory th | 
cost. The scheme of eliminating most of the charge = 
between cost and selling price, even in Russia, can’t i 
continue, because bootleg styles are paid for by ante 
people who want to be fashion-different. M 
Fortunately, Mr. Kuehne indicates an extrem — . 
condition predicated on a continuance of ignorance, ae 
indifference and idleness in store operation. a 
The more education, the more independence. ea 
The more opposition, the more resistance—by an- sal 
bitious men and women who want to make a place aa 
for themselves in the world. If the spirit of mer- ba 
chandising was broken we would hardly agree with ’ othe 
Mr. Kuehne, and even go still farther and say, ake 
“Fifty per cent of the stores now in operation ought B « — 
to go out of business.” oie 
But here and there all over the country we seea take 
groping for knowledge of product, for scientific atte 
methods of operating businesses, and of better un- the 
derstanding of the function of the merchant. Just mn 
“store keepers” will pass out of the picture, but iat thle 
real merchants who select distinctive apparel and wear. 





footwear, for the pleasurable needs of a very vola- 
tile minded public, have a future place in the 
scheme of merchandising. 

The merchant of the future means brains and 
work in equal proportion and not “shop-keeping.” 
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When American wants are increased American |2- The 
bor in factory and farm is energized, making more MB °CUPé 
money to buy more goods. The real future, we be “ '8 
lieve, is in the spirit of American independence jm ‘4"t 
where the ambitious always wins with head, heart J Pa el 
and hand. Perhay 
more n 
wear t 








Pure Tripe 


HERE is need for common sense in style news 

of men’s apparel. The idiotic news item is 

going the country over that men are wearing pur 

ple and gray evening clothes, so that the gentle 
man won’t be mistaken for the waiter. 

Another fool item is that the broad one strap 
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dancing pump for men has appeared in England 
and will have a vogue the world over. 

All such news items are pure tripe. A man’s a 
man, and he wants to look at pictures of men who 
are smart and read about men who have accom- 
plished things. The fashion plate, lounge lizard 
of the rotogravure section has no style influence. 

What the newspapers of this country need in 
the way of style copy is straightforward, common 
sense dress information. Most young men look 
best in light grays and browns; medium aged men 
in deeper browns, the entire costume blending, 
with particular emphasis on the brown shoe; blue 
suits for night-time wear. 

We had occasion some time recently to call at- 
tention to pure tripe in a dress chart, but it was 
only a case of ignorance of the American shoe 
terms. The chart told of varnished lowers and 
other dribble, supposedly informative to the man 
in search of definite information on every item of 
his apparel. This was merely a technical error in 
terminology and “don’t count.” 

Men are becoming more dress conscious and be- 
cause of that reason there is a need for news and 
advertising copy that is of the man temper. The 
shoe does not travel the style path alone. Its selec- 
tion in black or tan, or 
combination of white 
and brown, should be 
predicated on the 
clothes worn. At pres- 
ent there is too much of 
“one shoe for every oc- 
casion. It is going to 
take a lot of common 
sense education to give 
the American man 
more dress satisfaction 
in his clothes and foot- 
wear. 


New Jobs and 
New Shoes 


The great change in 
occupations in Ameri- 
ca is making signifi- 
cant changes in ap- 
parel and footwear. 
Perhaps the change is 
more noticeable in foot- 
wear than in any other 
article of wearing ap- 
parel. 

Last week’s leading 
article was tremen- 
dously significant of 
new jobs and wages. It 
was mostly the picture 











learn therefrom? 
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The Reason Why 


SCHEUER’S 
Berryville, Virginia 


My father was in business for 47 years, and as far 
back as I can remember was always a reader of the 
Boot AND SHOE RECORDER. 

Having succeeded my father in business last yeai, 
I too looked to the Boot aNp SHOE REcoRDER for 
help and advice and last year when business was not 
up to normal, we increased our shoe business 29% 
—and we certainly owe a large part of that increase 
to the Boot anp SHOE RECORDER. 


Yours for better business, 


(Signed) HAROLD L. SCHEUER. 
The President of the United States Steel Corpor- 


ation is an enthusiastic reader of business litera- 
ture. He realizes that he must keep posted on a'l 
phases of the business situation in order to main- 
tain the leadership of his great company. 

How can Mr. Average Merchant expect to pros- 
per if he too does not read his business paper and 


Mr. Scheuer is on the right track. 


Soe Gen 
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of the switch of men from arduous toil to machine- 
aided labor, and the changes that come in footwear 
therefrom. 

One of our good merchant friends in Washing- 
ton speaks in behalf of changes in women’s occu- 
pations, and says -that lightness of dress has 
brought about a corresponding lightness of foot- 
wear. He also says: “About 10,000,000 women, or 
nearly a fifth of all the women in the country, are 
now gainfully employed in industry, commerce 
and professions, and it is the greatest number in 
history. 

“Production of women’s shoes now exceeds 115,- 
000,000 pairs annually, and is at least 20,000,000 
pairs more than was made during the year 1913. 

“The shoes are of finer style and better value, 
as well as more numerous than ever. This is an- 
other instance showing how changes in occupa- 
tions influence the demand for shoes. 


Talk Plainly About Bones 


“QOs-calcis” should get the ax. Call it the heel 
bone. Phalanges may be termed the lesser fingers 
of the foot, and metatarsals the greater fingers. 
Speak of the cuneiform bones, also the scaphoid and 
the cuboid as the wrist 
bones of the feet. And 
so on. Simplify them 
so that the man of the 
street, the woman of 
the house, and even the 
children of the school 
can understand them. 

Feet are the low 
members of the body. 
What’s the use of giv- 
ing highbrow names to 
the bones in them. Tell 
an ordinary pavement 
pounder that his os-cal- 
cis is twisted, and he 
will wonder if he has a 
stiff neck. 

These scientific terms 
are confusing. Simplify 
them. Then the multi- 
tude will realize that 
feet have bones in them, 
and may get a glimpse 
of the fact that the 
skeleton of the feet is 
one of nature’s greatest 
achievements in engi- 
neering, and will come 
to the conclusion that 
they should wear better 
shoes, and what’s more, 
shoes that fit right. 
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WO CCoNVENTIONS On 


Chiropodists at Indianapolis and Osteopaths 
at Kirksville, Mo. Consider Troubled Feet 
and Cooperation with Shoemen 


OCTORS complained “ . Se registration of delegates at 
TD) that retail shoe sales- It is the healthy foot thet oe the exhibits of shoe manufac. 
out shoes, not the sick foot. turers having displays. 


men didn’t know how 
to fit shoes during the Kirks- S. J. Brouwer. Physicians and _ shoemen, 
regular attendants at these 


ville, Mo., meeting last week, 

and the shoemen replied that “When you begin to consider the conventions estimated that 

the shoe salesmen on the floor . h Rial this year’s discussions eyi- 
function of the foot, you begin to denced at least three times 


as a class do know their busi- . : 7 
ness but are hampered by the realize the necessity of fitting the the interest in matters direct. 
ly pertaining to feet and their 


poor purchasing policies of oot properly.” I. B. Howe 
retail shoe merchants who f pare. hind / coverings. Prominent among 
fail to keep sufficient widths the physicians in this move- 

ment were Dr. H. R. Bynum of Memphis; Dr. E. J. 


and sizes on the shelves. 
Out from this friendly “give and take” was born a_ Drinkall of Chicago, and Dr. John M. Hiss of colum- 
bus, Ohio. S. J. Brouwer, Milwaukee, was an out- 


closer relationship between physicians and shoemen 

from which it is reasonable to expect a higher degree standingly prominent shoe retailer. 
of shoe fitting with greater foot comfort for the 
American people—and let us hope, a friendlier atti- 
tude of the consuming public toward those channels 
through which some 350,000,000 pairs of shoes an- 
nually find their “resting place” on the feet of their 
ultimate consumers. 





O intent was the interest devoted to discussions of 
foot anatomy and needful treatment that a sepa- 
rate Kirksville school building was engaged to con- 
tinue the consideration of these and attendant sub- 
jects. At the meeting which followed some two hun- 
dred were in attendance and so keen was the atten- 
tion that in the words of one Ohio shoeman, “they 
forgot to go home for supper.” Out of this meeting 
was organized a special division of the osteopaths’ 
national association which will deal exclusively with 
the consideration of the human foot just as specifical- 
ly as do other branches of the organization devoted 
solely to the eye, ear, nose and throat, etc. In con- 
nection with this division being organized it is the 
intention of those responsible for the movement to ar- 
range another year for the 


technical discussions and attendance of representative 
manufacturers and retailers 


medical clinics interest at- 

tached to the many displays Ps who will assist in a coopera- 
by makers and sellers of Bs tive way toward the general 
medical supplies, surgical : betterment of foot conditions 
apparatus, locations and ‘ throughout the country. 
other materials. This latter Discussions on the various 
classification embraced the £e types of special construction 
booth displays of several 7 2 ‘i shoes elicited a very definite 
prominent manufacturers of , Pal ‘> attitude by the physicians 
special construction shoes, ' that varying foot troubles 
widely known under the called for differing forms of 
trade names of “Foot ll ec shoe construction and that 
Friend,” “Cantilever” and OC. dee? Maree rigid, flexible and semi-flex- 
Dr. Reed Cushion Shoe. ‘ible types of shoes al! have 
The marked attention to their place “in the picture” 
therapeutic and prophylactic according to the foot need. 
phases of osteopathy pertain- ~S Direct attention was 
ing to the human foot as : . frankly called to the extent 
widely discussed in the asso- to which physicians refer 
ciation’s convention sessions their patients to retailers 
was reflected in the large featuring special costruc- 


F course, everybody even remotely identified with 

foot fitting learned long since that Dr. Sills, the 
founder of the osteopathic school of materia medica, 
was born 1828 A.D., and by the same token we of the 
shoe trade will admire the respect exercised by the 
governing board of The American Osteopathic Asso- 
ciation in characterizing this year’s meeting as the 
“Centennial Convention.” Some 1500 osteopaths reg- 
istered at the Kirksville conference. 

In conjunction with the 
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Foor Care 


CT HERE will be added to the department of 

medicine, Hall of Health, at the Smithsonian 
Institution, Washington, D. C.,a Foot Health Ex- 
hibit, the gift of the National Association of 


Chiropodists. 
childhood,” is the title of the panel. 


“Foot care should commence in 
It consists 


of twelve transparencies, six on each side, and 


four animated sections. 


be illuminated permanently. 


tion shoes. In turn the osteopaths feel that more 
progress will be made toward generally improved 
foot-health when the men on the floor of more shoe 
stores promptly refer aggravated cases of foot trouble 
more readily to foot specialists in the medical pro- 
fession. 

* * * * 


The National Association of Chiropodists held their 
big meeting at Indianapolis the second week of July 
and combined scientific practice with practical shoe 
knowledge, in a convention that had the greatest at- 
tendance on record. Authorities from all parts of the 
country, some affiliated directly with shoe stores, were 
in attendance. 

The specific shoe contact was made by Ernest A. 
Burrill, chairman of the Plan and Scope Committee of 
the National Advertising Fund. His address was one 
informative to the chiropodist of some of the problems 
of size and fit in shoe store stockkeeping and factory 
production. , 

“Should there be cooperation between shoe stores 
and shoe salesmen and chiropodists and podiatrists? 
It would seem to be idle to argue the reasons for that. 
Not only ought they to cooperate—they must cooperate. 
The salesforce of a shoe store of ordinary size sees, 
perhaps, 10,000 pairs of feet of all kinds during the 
year, where the chiropodist of podiatrist sees per- 
haps one-tenth of that number. 

“Thus, the shoe store salesforce has every day many 
opportunities to see real serious foot troubles, which 
are beyond the scope of his ability to remedy. On the 
contrary, the chiropodist and podiatrist, in their pro- 
fession, apply their science in two distinct ways; 
first, with treatments and operations, as may be nec- 
essary; and, second, and even more important, the 
chiropodist must see that his or her patient wears 
correct shoes that will correct the condition. 

“And so I might say at the outset that both the store 
salesmen and the chiropodists must know where the one 
begins and where the other leaves off. It is just as 
wrong for the shoe salesman to merely sell shoes to a 
customer where there is a serious condition calling 
for correction beyond his scope as it is for a chiropo- 


The entire exhibit will 


dist to attempt to be a last maker, a pattern maker and 
a shoe fitter. 

“The shoe store salesman is a shoe specialist and 
must, of course, be familiar with some of the funda- 
mental things about foot anatomy. On the other hand, 
the chiropodist is a foot specialist; and he or she also 
should know the fundamental things about correct 
and corrective shoes. 

“And so I would say at the outset, without fear of 
being misunderstood, that you, as foot specialists, and 
the store salesmen as shoe specialists, have everything 
to gain by cooperation. One hand washes the other 
and both wash the face. 

“I feel that you may be interested to learn a few 
interesting things about an average shoe store. Let 
me illustrate by a store whose annual sales are per- 
haps 75,000, and which employs four or five men shoe 
fitters. Such a store’s business divides into about 
$20,000 men’s business, $40,000 women’s business and 
$15,000 children’s and miscellaneous business. 

“The $60,000 of men’s and women’s business prob- 
ably means about 7500 pairs per year or a daily aver- 
age of 25 pairs sold. An ideal stock for such a store 
would be 3000 pairs in stock. Therefore, 25 pairs 
per day of sales and 3000 pairs of average stock on 
hand means that this store sells less than 1 PER 
CENT of its stock each day. 


ss OW, this 3000 pairs stock is made up of a great 
many different kinds of shoes to meet all the 
trade requirements of leathers, prices, toe shapes and 
patterns. It may be either 200 lines, averaging 15 pairs 
to a line, or it may be 100 lines averaging 30 pairs to 
a line, or it may be 75 lines averaging 40 pairs to a 
line, or it may be 60 lines averaging 50 pairs to a line. 
More often than not the actual case is that it is 200 
lines, rather than 50 lines. Most stores have too many 
kinds of shoes and not enough sizes of each kind. 

“T had the pleasure very recently of looking over a 
stock book of a well-to-do shoe store, and I noticed 
particularly his men’s shoes. He had about eight 
shoes which he carried the year round, each showing 
perhaps 200 pairs of sales per year. On these shoes 
he averaged a stock on hand of 75 pairs. The other 

[TURN TO PAGE 101, PLEASE} 
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to solve in the smaller towns than in the larger 

cities. If a style does not take or there happens 
to be a few pairs left over, price cutting does not have 
the moving power that it has in the more crowded com- 
munities. The most small town merchants take the 
same mark-up on all their stock, whether staple or 
novelty numbers, consequently they have no leeway 
when it comes to taking the necessary losses on their 
bad buys that happen in every store. Mark-up should 
be like Charity, inasmuch as it should cover a multitude 
of (buying) sins. 

A number of merchants in New England towns are 
realizing that sales six.months apart do not clean up 
the odds and ends that accumulate weekly. As a 
remedy they have devised many ways of presenting the 
merchandise in question to their public, other than the 
usual show window, show case method. 

Until quite recently these same merchants held to the 
thought that windows and case displays were the only 
ways of showing their wares. Now it is quite the 
mode to get the shoes out in the open. Apparently the 
change came during sale times when it was customary 
to give the old bats their semi-annual airing. It was 
discovered that folks would occasionally pick over the 
offerings in a half hearted manner. Then some bright 
mind doped out the idea of sweetening this lot with a 
few fairly new shoes bought for the purpose. The next 
step was the building of rough racks to hold the 


offerings. 


H OW to keep the stock clean is a harder problem 


OME of the stores have found that it pays to have 

good permanent racks installed on which is shown a 
continuous display of shoes. Often slippers and hosiery 
find their way here, also. Those stores that have a 
short sales period use the racks at that time for the 
showing of sales shoes, while all the rest of the year 
the new shoes are placed there. A judicious sprinkling 
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Now is the time when 
‘ the old bats get their 
semi-annual airin g— 
here’s how to get a final 
mop-up of the season's 
hold-overs 








of some of the stickers helps to move these undesir- 
ables, especially when they are right within handling 
range. 

A spirit of “show ’em the goods” seems to be in the 
air. This applies with equal force to the better grades 
and to the bargain departments, for even the high grade 
stores are having their shoes out where the trade may 
see, handle and buy. J. Clark Amey has a good grade 
store in St. Johnsbury, Vt. He takes out all the cartons 
in about every other section, setting in shoes in the 
space. Of course the sections are fixed up in a manner 
that will do justice to the footwear on display. No 
glass case or doors hinders the customer from examin- 
ing the shoes. 


THER stores have opened a permanent department 
or section where the majority of the shoes are out 
in the open. Little used back rooms are being converted 
into under priced salesrooms, as done by C. N. Howe in 
Lebanon, N. H. For some time, all his undesirables 
have been out on racks and small tables in a little rear 
room. This room was formerly used as a surplus stock 
room. Closer buying did away with the necessity for 
such a reservoir, while the desirability of keeping the 
stock clean caused it to be converted to its present, 
profitable use. 

In the same town, Carl M. Richards turned his base- 
ment into a salesroom. The limited trade of a small 
town does not warrant his stationing a salesman there 
permanently, except on busy Saturdays, for his is a 
two-man outfit. Mr. Richard’s basement is a genuine 
source of satisfaction to him, the way things are work- 
ing out down there. In commenting on it he said: 

“What we buy and sell down here, more than offsets 
the mark-downs taken on the goods that come from 
upstairs. Perfectly good stuff goes stale upstairs be- 
cause we get tired of showing it, I guess. Bring it 
down stairs, show it up on the racks at a few cents 
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under the regular price and it will clean out in no 
time.” 

The third shoe store in this town of 5000 is F. S. 
Fifield. His stunt of taking a large table up front for 
the showing of new shoes is good, too. Anything to 
get the shoes out of the cartons is making more sales 
and resulting in cleaner stocks for all these merchants. 
As Harry Hyland of Andover, Mass., said: 

“Shelves were made only for storage purposes and 
storage never sold any goods.” 


ND to take a few random points in Maine, start- 
ing first at Houlton, a town in the rich potato sec- 
tion. Here the Famous Shoe Store whose price range is 
from $2.90 to $8, and play is around $4.95 could not do 
the volume they do, unless their shoes were on racks. The 
accompanying picture shows how the 300 pairs of men’s 
shoes, 700 pairs of women’s shoes, 200 pairs of boys’ 
and 300 pairs of children’s shoes look to the shopper. 
There’s a peculiar situation here. More business is 
done from six to ten on Saturday nights, than all the 
rest of the week put together, if the day is pleasant, 
the reason being that all the prospective customers are 
working in the potato fields every sunny day until dark. 
On rainy days the trade is more steady. 

Manager C. C. Couturier is of the opinion that the 
selling of shoes and stockings from racks under the 
conditions as they exist in his store, is the only feasible 
method. 

In Augusta, J. F. Bilodeau finds a permanent rack 
in the back of his store a great help. “Customers pick 
out shoes that we never think of offering,” he says. 

E. E. Pomerleau managed an Augusta shoe store for 
several years before he started for himself in Gardiner. 
Now he is having a perfectly wonderful time putting 
all his pet original ideas into action about showing up 
shoes, stockings and findings. He has fashioned a rack 
that fits back of the fitting chairs and runs the length 
of the store. Last year this fixture sold three thousand 
pairs of stockings alone, to say nothing of a handsome 
business in laces, polishes and brushes. “My stock is 
as clean as a whistle all the time and these racks are a 
Grade A help in keeping it that way,’”’ was his obser- 
vation on the results of this’ stunt. 

Up the shore in Damariscotta, Bryant C. 

Wade has three rules for keeping his stock 
clean—first, close buying; second, watch- 
ful selling; third, intelligent display meth- 
ods. Many extra sales are picked up by 


showing a row of moccasins across the ravaa re 


display windows. 

In Portland, the 
entrance to the 
Hanson basement 
is right up front, 
but instead of 
being able to step 
from the front 
door to the 
stairs, the stairs 
face the other 
way. This causes 
customers to walk 
a dozen feet in- 
side the store. 
In doing so they 
must pass one of 
the three sides of 
the opening to 
the _ staircase. 
Over this opening 
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Shoe display in the Famous Shoe Store, Houlton, 
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is a grape arbor-like rack that is completely full of 
basement shoes. 

No better summing up of the need of showing shoes 
may be had than what Mr. Lane of Portland said: 
“People are tongue-tied when they come in to buy 
shoes. They sit down without the slightest idea of 
what they want. Having plenty of shoes out where 
they can see the styles has the gratifying effect of 
speeding up the sales and making more satisfied cus- 
tomers.” 

When the Gilsons took over their present store in 
Dansville, N. Y., a sprinkling of women’s boots and 
oxford relics were inherited. Naturally it was a prob- 
lem to get them out of the house via the front door 
route. 

During the last sale, Mr. Gilson spent $9 in build- 
ing three racks, each 12 feet long, for the display of 
his sale shoes. The lumber used was 12-foot strips of 
1% by % stock. By placing the strips eight inches 
apart, measured from top to top, the right in-between 
space was obtained. Then, by having the rear strips 
three inches higher in the back, the right pitch for the 
shoes was attained. 


HESE frames did the display job so well that they 
have since been shellaced and are now considered 
permanent fixtures. One rack was moved right up to the 
front door so the entering customers may see the new 
styles. The other two are in the rear center of the 
store, one having seasonable slippers and the other a 
good showing of the close-out lines. All in all, these 
racks add greatly to the potential sales of the store. 
Another good interior display idea comes from the 
Bull shoe store in Ithaca, N. Y. This one is amazingly 
simple. A very thin piece of board the same width as 
a carton is slipped under one middle carton in a sec- 
tion so the board projects out about eight inches. Cov- 
ering these boards with gay paper napkins tends not 
only to show up the shoes but to brighten up the store 
considerably. The napkins are inexpensive so that the 
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frequent changing is not costly. 
chants have found will move footwear. They are worth 
trying, or at least adapting, if they are not copied out- 
right. It was the 

™ is worth who first 
4 ar a t 5 | hit on the idea 
te = % that merchandise 
ine , Q Bur» under the cus- 
be ue om COICO tomer’s nose, 
where he _ could 

it, added much 

to his desire to 

buy it. In the 
Gilson, in Dansville, and other pat- 

N. Y., uses these ef- terned after 

fective racks them, no mer- 

ried in shelves or 

cases to any extent. Everything is right 

out on the counter in full sight and within 

too, there is an informality about mer- 

chandise shown this way that places the 

customer more at ease, the first step in 


These are all practical methods that practical mer- 
3 late Mr. Wool- 
SUK op : placed right out 
see it and handle 
Woolworth stores 
chandise is car- 
easy reach of the casual customer, Then, 
breaking down sales resistance. 
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A Tribute to Good Service 


ICAGO.—Harry Levison ~ of 


Meyer & Levison, sends the 
following clipping from the Sunday 
Tribune. But for some _ reason 
which I presume is a modest one, 
does not mention what store was 
the hero. 


Several Services 


Some three weeks ago I bought 
a pair of shoes. After one week’s 
wear I thought the shoes not so 
comfortable as they had been, but 
as I could not afford to throw them 
away, I continued wearing them. 
Finally, in great discomfort, I went 
to the store where I purchased them 
and asked if anything could be done 
for me. A polite floorman ushered 
me to a seat, saying a Mr. A. would 
take care of me. 

On hearing what my complaint 
was Mr. A. promptly measured my 
foot and put on another pair of 
shoes. I asked if they would allow 
me anything at all on the other 
pair, whereupon I was informed it 


was an even exchange. I was sur- 
prised, and pleased, of course. 
Who would not be? And so I 


walked out shod in new comfort. 
But after walking around the block 
a few times, I realized that despite 
another fit, something was not just 
right, and though it took much 
courage, I again went back to the 
store. Instead of seeing disgust or 
ill humor registered on the face of 
the man who had just waited on me, 
I saw that he was ready to give me 
attention in the same courteous 
manner as before. Another pair 
was put on my feet, and when I 


asked to have a heel pad put in, it 
was done. When I asked what I 
owed, I surely thought I would have 
to pay the price of a new pair, plus 
extras. But the answer was as be- 
fore—nothing. I sat stunned for a 
moment, and agsin asked the price 
—this time opening my purse. 
Again the same answer—nothing. 

I could find no words to express 
my thanks. Never have I met with 
such courtesy. I am still wonder- 
ing if it can be true, but on looking 
down at my feet there are the new 
shoes. 

At no time did I expect to get 
something for nothing, and I can- 
not understand how any firm can 
afford to give it. Suffice it to say, 
I shall always be thankful for this 
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Springtime Slippers Are nasty 


Feminine in Materials and Designs 
As to colors, the 
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of Krupp & Tuffty's 





Kathryn speaks a style message 
for Krupp & Tuffly once a month 
in a little three-color folder 














and refer others to this 
ep 


service, 


store. 
* * *& 


Making Direct Mail 
Readable 


OUSTON, TEX.—A profitable 

monthly feature of the 
Krupp & Tuffly store is a small 
four-page magazine-like folder 
colled “Footnotes.” By being 
printed in two colors on very good 
rough stock, the readability of the 
sheet is assured. 

On page 1 is some appealing 
style dope written by “Kathryn.” 
This “Lady,” I strongly suspect, is 
no other than Michael Murphy, the 
store’s versatile director of adver- 
tising. A double page spread show- 
ing the new shoes referred to on the 
preceding fashion page is next, 
while the last page is devoted to ho- 
siery and children’s shoes. A very 
creditable piece of work which in 
no way may be classified as an en- 
velope stuffer, even though it is in- 
closed in the monthly statements 
and sent to mail order prospects. 


* * * 


A Sharpshooting Squad 


AN FRANCISCO.—The prob- 

lem of serving customers dur- 
ing the noon rush hour and at the 
same time relieving salesmen for 
their lunch hour, has been partly 
solved by Sommer & Kaufman. [he 
last seven men on call report for 
work at 11 a. m. and work straight 
through until closing time. A suff- 
cient time allowance is granted 
each salesman on this schedule to 
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allow the men to slip out some time 
during the afternoon for slight re- 
freshments. Melville Kaufman 
stated this system was as efficient 
as any they have found in solving 
the noon-rush buying period. 


* * * 


“Where's the Fire?” 


» ANCASTER, N. H.—Fully ap- 
L preciating the interest mani- 
fested by folks living in the smaller 
towns over the location of fires, 
The E. C. Reneau Shoe Co. prints 
a list of the location of the fire 
alarm boxes on the reverse side of 
their business cards. A line of the 
face side of these cards announces, 
“A graduate practipedist is always 
in attendance.” I am confidential- 
ly informed there is no connection 
between the two messages. 


*¢ @ 


Sales Making Window 
Ideas for August 


fips scene MASS.—In early 
September the warm weather 
usually lingers along. This in- 
variably means some dull days in 
the shoe stores. Right at this time 
is when the store should have some 
very unique trims so as to attract a 
public, who for the moment is not 
particularly interested in shoes. So 
says Jerome West, manager of the 
Walk-Over store and to back up 
his argument gives a couple of in- 
teresting ideas he has tried out. In 
his large window was a representa- 
tion of a baseball game in action. 
What appeared to be grand stands 
and bleachers filled with cash cus- 
tomers was effected by painting the 
scenes on wall board and setting 
them around at the right positions. 
Small piles of real sand formed the 
bases, while an imitation grass rug 
was spread for the playing field. 
Shoes were placed in the nine play- 
ing positions, each bearing a price 
ticket designating the position 
played and the title of the player. 
The battery was Pitcher, Service; 
Catcher, Satisfaction; First Base, 
was Value; Second, Courtesy; 
Third, Fit; Short Stop, Quality; 
Right Field, Style; Left Field, Com- 
fort, and Wear played Center. 

A number of French dolls dressed 
in custom made sport and outing 
clothes wearing small correct 
models of sport sandals sold many 
extra pairs of these shoes. The 
flexibility of the dolls allowed 
their being placed in many gro- 
tesque and humorous positions 
which did much in adding to the 
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-life and selling power of the trim. 


Many interesting trims can be 
worked out during the quiet August 
days that will make many extra 
sales in early September, says Mr. 
West. 


* * * 


A New Side Line 


ODGE CITY, KAN.—For an 

interesting side line, one well 
calculated to keep a shoe merchant 
from growing old, consider the ex- 
ceedingly profitable one developed 
by H. E. Ripple. The following in- 
terview proves this former secre- 
tary of the Kansas Shoe Retailers’ 
Association, "has a literal “knock- 
out” of an idea. Said Mr. Ripple, 
“You read a lot about such side 
lines as hosiery, findings, etc., but I 
have one that beats them all. Pos- 
sibly I am the only one in the re- 
tail shoe business who has this par- 
ticular kind of a side line. Three 
years ago I picked up a young fel- 
low who was a fairly clever, yet un- 
developed fighter by the name of 
Hoot Burger. After a thorough 
training period he ran up a string 
of twenty-seven straight knockouts. 
Last spring I sold his contract for 
$12,500. Then I quit the fight game 
from last May until this spring, 
when I got hold of another young- 
ster by the name of Angus Snyder, 
who hailed from Winnipeg, Canada. 
He has fought nine times since I 
have had him and won them all. 
The boxing game so far this year 
has made me several thousand dol- 
lars, so may be considered a pretty 
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fair side line.” Do not be deceived 
into thinking the retail shoe busi- 
ness has been neglected for that of 
promoting fights as definite proof 
exists to the contrary. Mr. Ripple 
quietly slipped the information that 
his store showed a 40 per cent gain 
in sales for the first six months of 
this year. 


Getting Free Publicity 


IRMINGHAM, ALA.— From 

what Birmingham merchants 
tell me their local newspapers are 
hard boiled eggs-when it comes to 
getting any free puffs out of them. 
No matter how much advertising 
copy is carried, it’s thumbs down 
when reading notices are men- 
tioned. All this is leading up to 
the exploits of Billy West, who 
regularly cracks the sporting pages 
with matter like the following: 
“Birmingham’s Dodo colony is 
growing by aces. Bill Brown has 
racked up one for the Fourth 
Estate. Bill aced his midiron shot 
on the ninth at Highland Park in 
company with Q. Landis Wilson, G. 
B. Shelbourne and Ham Sanders. 
All surviving witnesses are said to 
have recovered. 

Bill Brown is the fifth municipal 
golfer to join the Hole-in-One Club 
since the opening of the course. 
He will captain Billy West’s second 
Florsheim foursome. In addition to 
being given new shoes to stand in, 
Bill collected a variety of articles, 
including one of Herr Andy Jaffe’s 
silve tee boxes.” 


THE LATEST WESTERN SENSATION 
The Pepper-Box-of-the-Heavyweighi 


ANGUS SNYDER 


Former Amateur Heav veci¢ht Champion of Nerth and Seuth Amenca 
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For Terms Write, Wire or Phone 





| HAROLD RIPPLE, 


DODGE CITY, KANSAS | 





Shoe men are not shoe men alone, for the sporting blood also surges in 


their veins. 


Harry Ripple’s interest in boxing makes him many friends 


and fine dividends, too 








60 BOOT AND SHOE RECORDER 


On the same page appeared a 
three column 10-in. ad which was 
headed by the caption, “Florsheim 
Golf Number Five.” Then a pic- 
ture of the golfer who won a pair of 
Florsheim shoes by making a hole 
in one, together with his partners. 
As the hero of this particular stunt 
was the fifth man to accomplish 
the feat since the criginal offer was 
made a year ago, he is credited with 
being captain of “Billy West’s sec- 
ond Florsheim foursome.” All the 
golfers in town (and that means 
most everybody in town) knew of 
the stunt and knew of Billy West’s 
offer of free shoes and knew in their 
hearts how they desired to dupli- 
cate the feat. Think of all of the 
accumulative value of that adver- 
tising. 

This man West has been tying 
up his store** with all sporting 
events—professional, college and 
the garden variety of amateurs, for 
years. During the professional 
ball season a home run with three 
on bases is rewarded with a pair of 
Florsheims, with the presentation 
being made the next day in full 
view of all the assembled fans. Such 
an event is duly recorded on the 
sports pages, both editorially and 
in advertising, as was the Hole-in- 
One exploited. When any great 
number of men are made to think 
of shoes in this fashion Shoe Shame 
will be a thing of the past. And 
how does this affect business? The 
original store was so crowded that 
it was necessary to open a branch 
store a few blocks away. 

*His duly recorded name is Will- 
iam G. West, but to everyone he is 
known as Billy. 

**Even if he is rated as “man- 
ager” this’ store is “Our” store to 
him and his assistants, in every 
sense of the word. 

* * * 


Footprint Examination 
Helps Sell Shoes 


ONESDALE, PA.—It is in- 

teresting to note what some 
of the more aggressive small town 
shoe stores are doing in their active 
fight to get more shoes sold right. 
A stunt that left a lasting good im- 
pression was tried out by the W. J. 
Reif & Son store here. W. C. Reif 
says: “We had an exceptionally suc- 
cessful Dr. Scholl demonstration, 
due primarily to the taking of pedo- 
graph prints in all the schools of 
Honesdale. We wrote several arti- 
cies for the local papers and received 
a lot of free publicity. Knowing the 
Red Cross nurse quite well, we re- 
ceived her services for practically a 


week. This, of course, lent more 
prestige to the idea, as the public 
did not look on it as an advertising 
dodge. Most of the people were 
very much interested when they 
were shown where the arch of their 
child’s foot was wrong. We sent 
each parent a letter asking them to 


See the smile on Bill's face. He 
is holding out the new Flor- 
sheim golf shoe, the “Walton.” 
His choice of our many golf 
styles—the Florsheim prize for 


Who Will Be Next? 
THE FLORSHEIM SHOE STORE 


203 NORTH 19th STREET ~, 
Near Second Avena s 
BULLY WEST, Myr. 











Whatever the _ sport, Billy 
West ties up all the devotees 
to his store 


see us at the different schools at 
stated times to talk over their child’s 
feet. Many of them came. 

“When we finished explaining 
about the benefit of correcting chil- 
dren’s feet while young, it was sug- 
gested they bring their children in 
to see Dr. L. Lipton the following 
Friday and Saturday to get his ad- 
vice on what was best to do to cor- 
rect their trouble. About four days 
before the demonstration we mailed 
out to the parents 1100 prints of de- 
fective feet showing how the arch 
of the foot should be, by using a 
blue pencil.” 

Following is the letter referred 
to: 
“We recently completed a_ foot 
survey of all the pupils’ feet in the 
Honesdale schools, using a _ pedo- 
graph machine, to determine the 
weakness of the arch. 

“Thinking you might be inter- 
ested in your child’s welfare in later 
life, we are enclosing the print 
showing where your child’s foot is 
defective. Now is the time to cor- 
rect the foot structure while the 
bones of your child are soft and 
pliable. Do not make the mistake of 
waiting until they become set and 
hardened. 
tinues, aches and pains are not only 
felt in the arch and ankle but also 
in the knee, hip, back, shoulders and 


If this condition con-° 
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even the top of the head. These 
pains are very often mistaken and 
treated for rheumatism. Take steps 
now while a cure is possible. Ex. 
amine carefully the enclosed print 
of your child’s foot and you can 
readily see where the weakness lies, 

“W. J. Reif & Son have been very 
fortunate in obtaining the services 
of a foot specialist at quite some ex- 
pense, who will be at their store on 
Friday and Saturday, Jan. 20 and 
21. His services are free to you, 
and this would be an opportune time 
to have your child’s feet thoroughly 
examined and, if any defects are 
found, he will advise you what ap- 
pliance to use and what form of ex- 
ercise to practise to correct the 
trouble. 

“We sincerely hope you will take 
advantage of this opportunity. If 
there is anything you wish to know 
about your child’s print, Mr. Reif 
would be glad to explain it to you.” 

* * on 


Predicts Licensing of 
Retail Salesmen 


INNEAPOLIS, MINN.—C. 
¢ M. Stendal has some definite 
ideas on the subject of fitting. And 
as other merchants have expressed 
similar thoughts on this subject, 
which appears to be being discussed 
constantly, Mr. Stendal’s views are 
given: 

“TI really believe that the time is 
not far distant when every shoe 
salesman will be registered the same 
as a pharmacist or dentist, as there 
is no reason why the public should 
trust such an important job as fit- 
ting shoes to a person with little or 
no experience. Shoe _ salesmen 
should be trained to study feet and 
the proper fitting of shoes. I can- 
not stress the importance of this too 
strongly, as there are as many dif- 
ferent kinds of feet as there are 
faces. It is the job of the shoe 
salesman to judge correctly just 
what special last, width and length 
is necessary for the proper protec- 
tion of his individual customer, in 
order that the customer may receive 
100 per cent foot comfort. 

“The shoe fitters in our employ, 
before their applications are ac- 
cepted, must show at least five years’ 
previous experience in the fitting ol 
high grade shoes. Besides this, we 
have in our organization a school 
which meets twice a week, where all 
the difficult cases of fitting come to 
the attention of experts to be solved 
and analyzed. 

“Our men have strict instructions 
never to sell a pair of shoes that do 
not fit the customer’s foot.” 
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Dedicated 


to the EDUCATION of the MEN 
and WOMEN onthe FLOOR. 


Credit, Well Managed, 
Will Secure and 
Hold Trade 


“Cash or Credit” is the principal 
topic for discussion in this issue of 
Retail Shoe Salesman. Our most re- 
cently presented problem—‘“If You 
Were Manager of a Retail Shoe 
Store, would You the Most Success- 
fully Conduct Your Business on a 
Strictly Cash, or on a Credit, Basis; 
or, on a Combination of Cash and 
Credit, and What Proportion of 
Cash?” brought forth many instruc- 
tive and interesting thoughts on the 
subject. The first prize for excellent 
solution of this merchandising prob- 
lem is awarded to L. L. Barrow, re- 
tail shoe salesman at Sturm’s, men’s 
and boys’ clothing, furnishings and 
shoe store, at 125 West Main Street, 
Oklahoma City, Okla. The second 
prize is awarded to Clarence R. Hide, 
retail salesman at S. N. Wolbach Co., 
Grand Island, Neb., for the excellence 
of his detailed defense of a strictly 
cash system. Grand Island is a 
town of a little over 13,000 popula- 
tion. 


Use “Lead” Policy with Charge 
Customers 


OKLAHOMA CiTy, OKLA.—L. L. 
Barrow, of Sturm’s, said: “Let us 
assume, I am manager of a retail 
shoe store carrying a complete line 
of men’s, women’s and children’s high 
grade shoes. This store is located 
in a city of 50,000 population. The 
stock will invoice on an average of 
$20,000 per year and is operated on 
a combination of cash and credit, the 
approximate proportion being 65 per 
cent cash and 35 per cent credit, 


(DITED by Helen M.Haney 


credit not to exceed 40 per cent. 
Here, the increased volume of busi- 
ness due to the 35 per cent to 40 per 
cent credit will more than offset the 
additional overhead and charge-offs, 
as compared to a store operating on 
a strictly cash basis. 

“It is an economic requirement 
that we must exchange credit; if 
credit is used properly and offered 
sincerely, it is also the greatest 
“One” factor in business prosperity. 
Since this is true, I would use a good 
system of credit, having the require- 
ments and credit rating of the in- 
dividual’s credit based on occupa- 
tion, age, health and retail credit rat- 
ing. The system would consist of a 
30 days’ credit and be advertised as 
3ame. Should an account extend over 
the 30 day period, immediately send 
out statements thereafter on the Ist 
and 15th respectively. If the ac- 
count is far in arrears and customer 
has given no satisfaction, call and 
invite customer to come to store and 
also to discuss the matter with you. 
I would use a system of form let- 
ters, each having a direct pointer to 














“Some of the wealthy charge 
(crab) customers are notoriously 
slow” 
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the effect of placing the responsi- 
bility of the overdue account on the 
individual. On all accounts 90 days 
past due, or over I would, in a busi- 
ness-like manner, persuade the cus- 
tomer to sign a note for 3 to 6 
months at 6 per cent interest, and 
to make this system effective, give 
notification at time of purchase of 
this policy. Never attempt to drive, 
but always use the “lead” policy with 
credit customers. It’s much better. 


For a “One Price’ Store 


“No business is more prosperous 
or instills more.confidence in a cus- 
tomer than a ‘One Price’ store; so to 
the cash or credit customer the price 
would be just that which was marked 
on the shoe carton, with no varia- 
tions. Sales should take place in 
January and July and here again 
credit customers would be given 30- 
day privileges. Sincerely, I believe 
the system suggested above, if en- 
forced properly, would materially in- 
crease good business and may be 
applicable to the average size shoe 
store. 


Five Strong Counts for 


Cash Only 


GRAND ISLAND, NEB.—Clarence R. 
Hide, salesman at S. N. Wolbach Co., 
says in part: “A store doing a credit 
business cannot be as successful as 
the one selling for cash, because: 
1—It has been proved that more 
stores who conduct credit businesses 
fail than those who do a cash busi- 
ness; the stores operating on a cash 
basis can take advantage of dis- 
counts, thus saving a nice sum of 
money in a year’s time which can be 
used to reinvest. 2—A credit busi- 
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“Strictly cash and no headaches” 
is the slogan of this salesman 


ness is burdened with the expense of 
handling it. There can be no way 
of obtaining an income to offset this, 
because, with modern competition, no 
extra percent can be added to the 
selling price. 3—There is a certain 
class of people who will contract a 
bill with no intention of payment— 
and then do their trading elsewhere. 
These people are quickly found out, 
but the cost of so doing is sometimes 
enormous. There are also people 
who really intend to be honest, but 
misfortune overtakes them; they can- 
not pay their bills, and the merchant 
suffers. 4—Credit, if not handled in 
the most diplomatic manner, causes 
errors and misunderstandings, mak- 
ing for the unpopularity of the store; 
with a strictly cash business, there is 
no chance for argument. 5—Many 
new stores are today operating on a 
cash basis and are taking the busi- 
ness away from the stores which 
allow credit.” 


h eae 


For a Strictly Cash Busi- 
ness Platform 


DANVILLE, Pa.—“A bird in the 
hand is worth two in the bush,” is 
never more emphatic than when it 
is applied to the shoe business. Why, 
should a man invest his money and 
use his brains for somebody else to 
derive the benefit? Give me less 














“Office girls are usually prompt- 
payment charge customers” 
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This question was suggested 
by the recently made statement 
of a successful shoe merchant, 
with years of experience to his 
credit, who said that he had 
thrown out of his establishment 
every such device, because, on 
account of its misuse, his sales- 
people were ruining yearly a 
great many pairs of shoes. 

On the other hand, a former 
retail shoe salesman, later’ a 
merchant, and now a manufac- 
turer, stated a few weeks ago 
that in the old days, he remem- 
bered the many complaints which 
he had received from the irate 
customer who had found that 
after she had worn her shoes for 
a while they pinched at the 
throat, or were too short; she 
had finally agreed to having 
them stretched, and after a pe- 
riod of stretching, according to 
the ordinary methods then in 
vogue, she usually said that 
they were less uncomfortable. 





The August Prize Problem Will Bring 
$15 to Retail Shoe Salespeople 


What Have You to Say About the Use of a Shoe 
Stretcher in a Store—Its Advantages or 
Disadvantages in Shoe Retailing? 


LET’S HAVE YOUR EXPERI- 
ENCE. 


Assuming, therefore, that you 
are now manager, or proprietor, 
of a retail shoe store—basing 
your opinion on your ACTUAL 
experience on the floor, would 
you operate your business with, 
or without, shoe stretchers? 


TEN DOLLARS FOR THE 
BEST ANSWER. FIVE DOL- 
LARS FOR THE SECOND 
BEST ANSWER. 


Only men and women actually 
engaged in selling shoes at retail 
are eligible to enter this contest. 
Winners will be announced in 
these columns September 29. 


SEND YOUR ANSWER TO 
THE EDITOR OF ”THE RETAIL 
SHOE SALESMAN,” BOOT AND 
SHOE RECORDER, 80 Federal 
Street, Boston, Mass., SO THAT 
IT WILL BE RECEIVED NOT 
LATER THAN SEPTEMBER 18. 





memucid 





business and the ready John D. in my 
jeans, rather than lots of business 
and no money. I’m for “Strictly 
Cash and No Headaches,” for the 
following reasons: 1. Cash purchases 
are always a better buy than time 
payments. You save money. 2. You 
are free to buy where you get the 
best values. 3. Cash eliminates a 
large amount of bookkeeping. 4. You 
don’t have to take your valuable time 
when the store is busy to sell shoes 
and charge them, while cash custom- 
ers look on and wait their turn. 5. 
Selling shoes on credit develops un- 
just complaints from people who 
usually are fair; but what are they 
going to do when the payment on the 
new car comes due; its either pay or 
lose the car. Who waits? I ask you 
6. Selling shoes for credit may be all 
right for somebody else—not for me. 


He “Listened in” and Sold 
Four Pairs 


BostoN—Frank H. Small, retail 
shoe salesman at the local Kennedy 
Co.’s shoe department, left the city 
for his vacation recently with a 
brand new pair of the best Selz- 
Schwab shoes and $12 in P.M. money 
plus his salary, the first two re- 
wards earned-as the result of a 


salesmanship “stunt” suggested by 
Buyer Marcus McWeeny to Eddie 
Haan, style and factory production 
man for Selz-Schwab. Mr. Haan 
bet both Salesman Small and Sales- 
man Arthur D. Peers that they 
could not sell 100 pairs of P.M.’d 
shoes during July. Salesman Peers 
sold 109 pairs, while Salesman 
Small sold 142 pairs, including 48 
“double headers.” The D.B.’s 
brought him $12, according to the 
25 cents P.M. plan for D.B. accom- 
plishments. He “pulled off” a “quad- 
ruple header” sale by listening in to 
a conversation between a man cus- 
tomer and his wife, discussing a 
European trip. 














Study, and thus know, your ) 
chandise thoroughly 
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Even if customer resistance is a 

“heavyweight champ,” the real 

salesman does not let it lick him. 

He just stands up and “swats” 
it on the nose 


Cash and Credit Clashes 


SIDNEY, OHIO.—F. W. Eicher, 
salesman at Roeth & Shank’s, de- 
cjares for a combination of cash and 
credit. The proposed store of which 
he is assuming that he is manager, is 
in a city of about 12,000; the store 
would carry approximately 2000 
pairs of shoes. He believes that 
charge customers of the wealthy 
class are not as good credit risks as 
those of moderate means. He be- 
lieves that young ladies, boys in 
offices and newsboys, are good install- 
ment-plan payers. 


Cash Policy, The Best 


WINTER HAVEN, FLA.—Lyles V. 
Story of Story’s, Inc., declares for 
“Cash, Only,” basing his opinion 
upon his experience in towns from 
6000 to 10,000, selling from $40,000 
to $60,000 yearly, of shoes from $5 
to $10 the pair. Mr. Story takes 
this stand for the reason that com- 
petition is growing keener, with 
chain stores, and mail order houses. 
He does not think, however, that 
chain stores should frighten the inde- 
pendent merchant, who should give 
his store a strictly modern appear- 
ance, and sell for cash. “The aver- 
age merchant is not trained to con- 
duct his credit department as it 
should be conducted,” says Mr. Story. 


Instead of Credit, Try a Sale 


NORTHAMPTON, MASS.—James 
Finn, salesman at G. R. Kinney Co., 
Inc., says in part: “Cash is safer in 
a city of about 21,000 and in a 
medium-sized store. I make people 
understand that they lose money if 
they run charge accounts. When 
people are short of cash, what more 
appropriate time is there for a sale?” 


Credit Not to Exceed 30 Days 


GADSDEN, ALA.—L. S. Beaird, 
salesman at the Vance Shoe Co., says 
that in a city of 20,000 to 25,000, 


Here’s a Real Salesman 
(By William J. Sullivan, Salesman 
at the Kennedy Co., Boston) 
Hard work means nothing to 
a real salesman. He just keeps 
on getting new business and 
making money, regardless of 
what business prognosticators 
for this or for any other year 

have to say. 

If competition is keen, the 
real salesman works the harder. 

If business is quiet, he’s op- 
timistic. 

If selling is tough, it doesn’t 
lick him; he licks it, and makes 
selling pleasant work. 

No matter what the condi- 
tions, he always keeps on dig- 
ging up new business and 
turns it into hard cash profits 
for himself and for his em- 
ployers. 

You’ve heard of many pessi- 
mistic salesmen. They’re the 
type of men who are likely to 
starve in business, because 
they wait for business to come 
to them instead of going out 
after business. 

You never heard a real sales- 
man complain because business 
is poor—not on your life. He 
reserves all his mental energy 
to create better business. 

Success is your reward, if 
“You go and get it.” 











catering to the better trade, with an 
investment of from $12,000 to $15,- 
000, he would do a cash and credit 
business and charge only to those who 
paid their bills at the end of each 


month. He would try to hold his 
charges to around 33 1/3 per cent 
of his gross sales. 


Never Let Credit Exceed 60 Days 


NATCHEZ, Miss. — Joseph C. 
Meador, salesman at H. F. Byrne & 
Co.’s shoe department, says: “Cash 
or a combination of cash and credit, 
assuming that I was managing a 
store in a town of 20,000, with a 
stock of from $12,000 to $15,000, con- 
sisting of good sellers at popular 
prices. In the case of a department 
store where the customer has an 
open account, and would expect to 
have shoes added to their account, 
my terms would be thirty days with 
the slogan “Pay all bills by the 10th”, 
allowing a small discount on all ac- 
counts paid upon or before that date. 
Never let an account run over sixty 
days without a cash payment on 
same. Motto—Quality! Efficiency! 
Courtesy! 
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He refused to give away shoe 

laces; the lady became angry. 

“Did I do right?” says Salesman 
J. Goodman of Laredo, Texas 


“What’ll I Do’’? 


A Goodman “Movietone” of a Shoe 
String 


(Scenario by J. Goodman) 


(Scene — Goodman's Guarantee 
Shoe Store, Lareda, Tex.) 

(Time—Saturday morning, 10 
o'clock.) 

Salesman advances to meet smiling 
woman customer, who asks for a 
pair of brown silk shoe laces, add- 
ing to her request, in her sweetest 
manner, “I guess you are going to 
give me these shoe strings, aren’t 
you? You know, I bought these 
shoes here some time ago.” 

Salesman brings the shoe laces to 
the lady, showing her how well they 
match her shoes, and then, in his 
best selling manner, replies: “These 
laces are of the very highest grade 
—they match your shoes perfectly. 
Yes, they are 25 cents the pair.” 


From Affability to Indignation 


The attitude of the customer im- 
mediately changes from affability to 
indignation and then to _ violent 
anger. She argues that she is right 
in demanding a pair of laces, gratis. 
The salesman replies, all the time 
smiling, that it is against the policy 
of the store to give an extra pair of 
laces, especially so long after pur- 
chase-of-shoes time. 

“Yes,”” comments Salesman Good- 
man, “we could have given her a 
pair of shoe strings and kept her 
good will; but how many times 
would this same customer have come 
back for new silk laces for this same 
pair of $6 shoes? We have given an 
extra pair of laces at the time of 
purchase to the customer buying six 
or eight pairs of shoes at a single 
sale, but if we had given a pair of 
laces free of charge in the case under 
discussion I feel that an unfair 
precedent would be established 
which would injure our future sale 
of shoe findings.” 
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| are as pretty aS 
a summer garden 
“Cool. 
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SHOW ’EM 
AND 


TELL ’EM! 


Display your shoes to the best 
possible advantage, in as an 
attractive setting as you can 
get. 


Let the sales appeal be equally 
well presented with artistic and 
attention-compelling window 
cards. 


Recorder Window Card Mes- 
sages are planned, written and 
hand lettered in line with that 


policy. 


Not high priced, but high 
powered! 


To Well Rated Merchants 
First month’s service sent to 
any well rated merchant sub- 
ject to 5-day approval. 





Sen iatenaeteetteneamedieandiihiaeeethacmiemnmentiedl 


p Store Name e 





* 


Exclusive Basis 
Annual Card Service is exclu- 
sive for one merchant in an 





Cards 7x11 inches. 


Artistic Card Holders (or Frames) 
in keeping with the finest of window 
fixtures, supplied with each service. 
Blue mottled finish, with choice of 
either burnished gold or silver trim, 
with felt base cover. 


8 cards 
2 card holders 
100 blank price tickets 


$ 4 per month 


($48 the year) 


10 cards 
4 card holders 
100 blank price tickets 


$ 50 (00 per month 


($60 the year) 


(September Cards:—3 colors 
ready for mailing Aug. 20th) 


Merchants Service Dept. 


Boot and Shoe Recorder 
189 W. Madison St. 
Chicago 


Card holder base, 10% inches. 


average size town, suburb or 
metropolitan shopping center. 


COUPON 


BOOT & SHOE RECORDER, 
189 W. Madison St., Chicago, Il. 


Please enter our order for the Recorder “Selling Mes- 
sages" card service No. for one year, consisting 
of cards each month, and 4 polychrome art easels 
or art card holders, with the first month's ser- 
vice, beginning with cards for August, for which we will 
pay $ per year, payable $ per month. 


Option for cash in advance full year’s service:— 
Recorder Stock Record Book, or 5% discount. 


We sell Men's, Women’s, Children’s shoes, buckles and 
hosiery. (Cross out lines not carried.) 


We prefer:—Card holders, or art easels (gold) (silver). 
Place following initials on easels (not more than two) 


Printed Price Tickets:— 


$-—— s——- s—- s— s— $— s— 


(Aug. 25th issue) 
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Do You Know Wilbur Coon Shoes? 


Retailers who stock Wilbur Coon Shoes as they should be stocked, 
a few well selected styles in an extensive range of sizes and widths, 
find that within a few seasons the Wilbur Coon line has become their 
most valuable asset. Quite often they reduce their stock of women’s 
shoes to Wilbur Coon Shoes exclusively. 


, . . . 
That s because most women take a delightful pride in a shoe that 
. , . 
really fits their foot; one that doesn t slip at the heel nor gape at the 
sides, a shoe that relieves foot distress, and at the same time is pleasing 
to the eye. 


Wilbur Coon Shoes secure this advantage through the use of special 
measurement lasts, and carefully designed and graded patterns that 
fit these lasts perfectly. 


Women are becoming more fit conscious daily. So much so that it 
will pay any good retailer to build his appeal on fit. 


The one way to fit feet is to have sizes and widths, not only the middle 
sizes but the end sizes as well. 


True the turnover on ends is limited; but only for a time. Don't 
forget that most retailers are of the same opinion, and that eventually 
the end size business of the town will drift to the dealer who carries 
ends, and lets the public know he has them. 


Once the public is thoroughly aware of the fact that yours is the store 
that carries the sizes and widths the other stores do not have, your 
turnover on ends will take care of itself. 


Wilbur Coon Shoes are stocked widths AAAA to EEEEE. Sizes 


37 Canal St., Rochester, N. Y. 


Chicago Office: 189 W. Madison St. 


















BOOT AND SHOE RECORDER August 25, 1928 


Speed in StylelF 
and Deliveries 








Prepare for your fall business now. 
Size up and freshen your Stock from In Stock Shoes. 












These fast selling oxfords for young men 
will please the wearer, attract attention to 
your windows and ads. 














Our in stock shoes fill the bill as proven 
from the increase in repeat orders received 
from our many customers. 









Ask for our in stock folder 








No. P506. Black Calf Ba! Ox. 
ford, over Last No. 55, with 
“Wingfoot’” half-heel $5.00 


In Stock—A to D, 6 to 11 








No. X508. Black Calf Blucher 
Oxford, over Last No. 94, with 
cork box and “Wingfoot’” half- 
heel. A season’s success $5.00 


No. X507. Same in Tan $5.25 


Both in stock—A to D, 
6 to 11 


* 
Sad 


No. X501.. Black Calf Ba! Ox- 
ford over Last No. 22, with 
“Wingfoot” half-heel $5.00 


In Stock—A to D, 6 to 11 


FIEBRICH-FOX-HILKER CoO. 


RACINE, WISCONSIN 
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The wearer of Hasel- 
tine Shoes realizes 
that she is satisfy- 

ing her desire for 


beauty, yet meet- 

ing the limita- 
tions of her 
purse. 


SELECTED 
STXDES. IN 


ome KAYS: 


| 


~ Flaseilne 


OmMPANY 


Xewburyporl 
Massachusetts 
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Illustrated 


Stock No. 220 and 
225 in plump 
Brown and Black 
Imported Calf, 
Tech last. 


Advertised 


in the Saturday 
Evening Post Sep- 
tember 20. In 
Colliers September 
22. 

















“Hello.—Brown’s Shoe Store? Mr. Smith, please. Hello Mr. 
Smith, will you send over another pair of Arch Preserver Shoes. 
Those advertisements reminded me J needed another pair—on 
the Tech last isn’t it, in Black,—well I suppose I can use a pair 
of Browns too. And say Smith,—I’m sending our cashier, Mr. 
Jones, over to get fitted to Arch Preserver Shoes—yes, about 
all of our men are wearing them now.” 


* * * * * * * * * 


And so it goes—Sales from repeats, from references, from ad- 
vertising, and primarily because of comfort—without compro- 
mise to accepted custom styling. 








E. T. WRIGHT & Co., INC., ROCKLAND, MASS. 
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They can’t help catching 
that $12 look 


Stock No. 118 in 
bright smooth Brown 
Calf. Stock 119 in 
Black Imported Calf. 
Price $6.25. 


The Varsity—It has IT 


Say Wright’s Varsity to 100 fast selling dealers 
across the country, and they’ll immediately bright- 
enup. They call it their Saturday Shoe. Appear- 
ance that clicks on sight—Fit—it slides on like a 
comfort slipper—and because of its Wright con- 


struction,—it brings them back for “another pair’. 


IN STOCK—with 12 other shoes 


E. T. WRIGHT & Co., INC., ROCKLAND, MASS. 
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WHEN AN EXCLUSIVE 
SHOE DEPARTMENT 
IS WANTED - 


OR over 25 years Grand Rapids Store fixtures have been 

foremost in quality, style and value. Their efficiency and 
economy have been recognized by thousands of merchants 
throughout the country. 


In the design and execution of ultra-smart, custom - made 
fixtures, Grand Rapids also stands supreme. Pictured here is 
a splendid instance of a department that demands original 
and exclusive handling. It is after the manner “Moderne.” 
It adheres to strictest severity of lines with warm wood tones 
and flawless craftsmanship to relieve it. 


Whether your requirements are a single room or a city block, 
an ultra modest or ultra modern store, we offer our years of 
experience, extensive resources and our keen willingness and 
ability to serve. Write for literature and information on store 
planning. No obligation. 


GRAND RAPIDS STORE EQUIPMENT CORPORATION 


Formerly: The Grand Rapids Show Case Company v Welch-Wilmarth Corporation 





Factories: GRAND RAPIDS STORE EQUIPMENT: CORPORATION, Grand Rapids, Michigan Executive Offices: 
Grand Rapids Gentlemen: Please send literature and information on your planning service and store Grand Rapids, Mich. 
Portland, Ore. ooupum. -_ Branch offices and 

Baltimore ees dea dee ark cos earhagd Mois hineiingnih aro Ws. 0 Gi wm aeais am adioriniieh representativ:'s 

: a 
New York City Geb bbs i odivrcnvcv de ce cseécescdecedenes CD Ski 0th 40s chesdad seeks amy Sevenors 











STORE PLANNERS, DESIGNERS AND MANUFACTURERS OF FINE STORE EQUIPMENT 
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SHOE STORE SERVICE SECTION 


Devoted to Display and Merchandising Methods 
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‘TuNE 3%, WINDOWS 


OLOR carries a new and stronger selling nete into 
the Fall season than ever before. 
chant may now enjoy the word of authorities in 
putting the shoe at the top of the list as a fashion 


influence. 


The shoe mer- 


spell. 


Color in Window Linked with Shoes 


was sown in the phrase “Shoes to fit the feet and the 
costume” has taken root, flowered, and the fragrance 
and beauty of their blooms hold the shoe store in its 


The Subject of Blue as Treated in Fig. A 


Color is the great leveler; a gown is no more impor- 


tant than footwear, a hat is no more important than a 
Stylists everywhere are cautioning women 
against overemphasis on any single element in the en- 


handbag. 


semble of the costume. 


It is only reasonable to expect, furthermore, that with 
the automobile manufacturer drawing upon every color 
in the spectrum for the beautification of his product, 
the manufacturer of bathroom appointments exhibiting 


NT GD 


in the most alluring way 
the possibilities of shades 
and tints in the bath, the 
kitchenware maker putting 
“China’s richest arts” into 
the most prosaic of house- 
hold goods, that an entire- 
ly new selling force has 
grown up in our midst. 

Several years ago the 
shoe merchants’ advertis- 
ing bristled with the sug- 
gestions, “hosiery to 
match,” “shoes to fit the 
feet and the costume,” but 
there was a peculiar, de- 
tached sound to those 
phrases. Compared with 
the feeling of today, the 
shoe merchant then was 
merely pounding his head 
against a stone wall sur- 
rounding the flower gar- 
den of style in coats and 
dresses and hats. Now 
there are no _ carefully 
tended flower gardens with 
protecting fences—the 
growth has extended over 
the garden walls and is 
everywhere. 

The shoe merchant in his 
advertising and window 
display in those days 
looked for a general feel- 
ing of fall in his copy and 
decorations. Today he 
must be as conversant with 
color as anybody in the ap- 
parel field. The seed that 


summer. 


Blue for fall is a natural development of spring and 
Where black has been worn, blue now will 
be worn; blues in the darker shades, those tinted with 


green and those with a purple cast for a still darker 


shade. 











To Keep You Busy 
In September 


September 1-8 


Labor Day should be played up in ads and windows. 
On Tuesday, the 4th, no reference to Labor Day 
should be visible in your windows or interior. 
School shoes are entitled to the center of the stage. 
Sovvenirs and novelties will greatly accelerate the 
sale of these in most communities. 

Whether or not you now have sales in progress, 
new fall styles should by all means have window 
display, and should be clearly separated from bar- 
gain items if the latter are also shown. 

Work ahead on windows and ads up to November. 
Prepare some window stickers on rubbers and 
kindred items. 


September 10-15 


What have you for the footballer? Some football 
atmosphere in the window now would be a good 
attention getter. 

Feature the right footwear for fishing, hunting and 
hiking. Plenty of scope here for originality in 
planning special settings. 

If you haven’t a card record of customers’ pur- 
chases, start one. If you have, send a letter to 
—_—. who haven’t come in within the last five 
weeks. 


September 17-22 


Tune in with the Men’s National Advertising Cam- 
paign of which the first guns will be fired this 
week in the Saturday Evening Post and Vanity 
Fair. Increase pairage to men by helping to edu- 
cate them on what shoes to wear and when and 
where. 

Be ready with trims and ads on wet weather foot- 
— so that these can be put in on a moment’s 
notice. 


September 24-29 


If your window materials for Hallowe’en, Thanks- 
giving and Christmas are not yet ordered, these 
should have your attention now. 

Play up party footwear. 

Prepare an educational exhibit of dressings, shoe 
trees and other articles for the proper care of shoes. 


— 

















Now, to get a proper effect in “staging” the blue 
motif, concentrate on one shoe in blue. 
the center of interest and have the decorations tending 


Give one shoe 


toward the point occupied 
by the shoe. In Fig. A 
wallboard cutouts are used 
in this connection. The 
coloring of the cutouts may 
be done by a sign painter, 
and in these cutouts the 
whole feeling of the win- 
dow is expressed in vari- 
ous complementary shades 
of blue. This will give a 
proper tieup between the 
whole town’s efforts on the 
part of hatters, gown 
shops, accessory shops, etc., 
to feature blue. The shoe 
may either be a leather 
shoe or a fabric one. If it 
is a fabric shoe it will be 
in keeping with the trend, 
for shoes are borrowing 
from the fabric of the 
gown and the gown is bor- 
rowing from the fabric of 
the shoe and it is impos- 
sible to tell which holds 
the balance of power to 
persuade a choice of garb 
for fall. 

Blue is to be the popular 
volume color in demand. 
Therefore in conforming 
to the trend you are after 
effects. The color theme on 
the surfaces sweeping 
down to and around the 
shoe are green-blue for 
outside, blue for center, 
and blue-violet for other 
outside color. These three 
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Moke SALES Every Day! 





——— 








“ H°” can I build up my shoe 
sales?” asks most every 
shoe merchant. | 


“By putting up a business-win- 
ning electric shoe sign, as attrac- 
tive by day as by night! A sign 
that will show the street throng 
just where to buy shoes”—thou- 
sands of your most successful 
fellow shoe merchants will tell 
you. 














Mail the coupon, below, for a 
free color sketch of an electric to 
attractively emphasize your store 
location and service. FLEXLUME 
CorPorRATION, 1738 Military 
Road, Buffalo, N. Y. 


eas 


Factories also at 
Detroit, Los Angeles, 
Oakland & Toronto 


FLEXLUME 


ELECTRIC DISPLAYS 


FLEXLUME CORPORATION, 
1738 Military Road, Buffalo, N. Y. 


Please send us facts about electrical advertising and free 
color sketch of a Flexlume Display for our shoe store 











SALES AND SERVICE OFFICES IN CHIEF CITIES OF UNITED STATES AND CANADA 
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shades lead down to a splash of vivid orange 
behind the shoe. There you have a complete 
mastery of the blue color in style. Such a 
window would leave nothing to be desired in 
the carrying out of the blue color motif. It 
really isn’t necessary to have a blue shoe for 
the center of interest to carry out the blue 
color scheme. A gray shoe or a honey-beige 
would do perfectly well. 

For a window card use the following: “The 
Shoes to Wear with Blue for Harmony or 
Contrast.” 


The Subject of Brown as Treated in Fig. B 


In this window layout the reds, yellows, 
purple and orange can be used in the decora- 
tions for an harmonious effect that will carry 
the proper feeling of brown as a fall color. 
In this layout emphasis is laid upon one shoe 
which might be called the “key shoe.” There 
may be plenty of other shoes displayed, but 
the eye ought to be concentrated on one shoe 
to get the idea of the color brown over. 

The shoe, it must be remembered, is on the 
same plane with all other articles of apparel— 
the selection of a costume may begin with 
the selection of a shoe just as well as with 
anything else. Therefore, with clothes run- 
ning from corn yellow to ripe plum in the 
field of brown, the colors mentioned above for 
window decoration will provide a _ suitable 
background for all the leading shades of 
brown in one’s shoes. 


For window card to be used in the above window the 
following copy might be used: “The Proper Footwear 
for Wears with Honey Browns, Red Browns, Copper, 
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(Figure A) 
For the Blue Window 


Blue is an accepted color for fall. The shades of blue run toward blues 
tinted with green and shades with a purple cast, therefore in the text 
here select the colors that blue influences toward these shades. 


Window Colors— 
Green Blue 
Blue 
Blue Violet 
Vivid Splash of 

Orange 





TT 
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For the Brown Window 


(Figure B) 


Brown for daytime and evening wear is a predominating color for fall. 
The colors run all the way from Corn Yellow to Ripe Plum and the 
colors for the Fall Window in Brown can be selected from a wide range. 


Window Colors— Shoe Colors— 
Reds Honey Beige 
Orange Marron Glace 
Yellows Rose Blush 
Purple Stroller Tan 


Honey Brown 
Red Browns 
Copper 
Beaver 
Cinnamon 


Apparel Colors to 
harmonize— 


Marron 
Seal 

Corn Yellow 
Russet Tan 
Ripe Plum 


Shoe Colors— Apparel Colors ‘to 
Blue harmonize— 
Shell Gray Peacock Blue 
Plaza Turquoise Blue 
Honey Beige Bright Shades of 

Dark Blue 


Beaver, Cinnamon, Marron, Seal, Corn Yellow, Russet 
Tans, Ripe Plum.” 
In making up the Blue window it would be well to 


remember that blue will put a yellow cast on 
surrounding surfaces, gray will become 
warmer, white will show up as a creamy yel- 
low, black will take on a brownish tinge, yellow 
will seem more striking, yellow-green will be- 
come more yellowish, blue-greens will show 
more toward the green, blue-violet will become 
warmer and toward the violet, red will be 
more toward the orange. 

In the Brown window where red is used the 
following will serve as a guide in getting har- 
monious effects: Blue-green is a complement 
of red and the red will throw a blue-green tint 
over other colors. White will get a faint tinge 
of blue-green, grays will be affected in the 
same way, black will tend toward the blue, 
yellow will take on some green, blue-violet 
will become colder. 

Wherever the predominating color in the 
window as selected from the suggested colors 
to use in these windows tends to influence the 
other colors it may be necessary to use those 
other colors in slightly bigger surfaces to 
counteract a wrong color tone. By using the 
colors given for the windows and with a little 
experimentation as suggested, the shoe mer- 
chant will arrive at windows quite in tune 
with the fall tendencies in style. 





Window Shoes 


BOOT AND SHOE RECORDER 


Need Fairy Lasts 


OU can simplify your display | 

problem and make your windows | 
better salesmen by: treeing your dis- | 
play shoes with perfect-fitting Fairy 
Lasts. 


Many requests from shoe merchants 
for Fairy Lasts to tree their window | 
shoes have prompted us to supply a 
special assortment of lasts which we 
call the Window Trimmer’s Special. 


Twelve pairs of white short vamp, 
adjustable Fairy Lasts (2 pairs of each 
of our 6 different lasts) are included 
in this assortment which you can se- 





cure from your jobber, or, if you pre- | 


fer, direct from us, postage prepaid, 
for only $5.00. 

Each assortment is made up in sizes 
3 and 4, or 4 and 5. State sizes you 
prefer. If special sizes are desired, 
these can be had at no additional cost. 


Shoe Form Co. Inc. 


Auburn, New York 


Fairy Forms are fully protected by both 
American and Foreign Patents 
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Visit Schack’s 
New Studio and 
Salesroom When 

You Are in Chicago 


A visit to our New and 
Ultra Moderne Studio located 
in our Factory Building wil 
convince you that Schack’s 
decorative creations express 
the best in moderne tendencies 
of store interior and window 
display decorative art. Come 
see our New Fall Display, 12 
large windows showing th 
newest in original decorativ: 
ideas. 


Take Lake St. Local elevate 
train; any train in the Loop; ge' 
off at Robey St. walk half a bloc 
south. Time 10 minutes. 


Send for our New Fall Flower 
Book—It’s Free. 


Schack Artificial 


Flower Co. 
CHICAGO 


Main Office & Factory 134-140 No. Robey Si 
Salesroom 134 No. Rebey St. 














A 
\\ 


Expanded after being | 


Contracted for easy 1 
placed in shoe 


insertion in shoe 








Two Color 
Printed Price Tickets 


(Shown in actual size ) 


Any prices wanted 
$1 to $22.50 
6-doz. assorted $1.10 
—_ 


12 each of 6 different 
prices 
85c 


12 of one price, 15c 
‘Cash or stamps with 
order 


show card service No. 1A, 


(Six dozen included with month! 
No. 3A) 


No. 2A, No. 1 
First month’s service sent 


SHOW CARDS subject to 5-day approval to 
any well rated merchant. 


Boot & Shoe Recorder, Chicago 
Please send following prices 


Merchants Service 
Dept. 


Boot and Shoe 
Recorder 
189 W. Madison St. 
Chicago 
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There is a vast difference in feet. While most of them 
develop arch weakness, you'd look far to find two 
which have exactly the same degree of weakness in 
exactly the same spot. So appliances, to be of prac- 
tical value, must be adjusted to the individual foot. 


A nominal investment provides a + The 100,000,000 circulation of 
sufficient stock of supports and an Dr. Scholl’s national advertising 
Arch Fitter for their adjustment. includes most people in your town. 
Write us for complete data on We are the World’s largest adver- 
practical foot correction. ? tisers in the shoe trade. 


Corrective Foot Appliances 


Can be adjusted and readjusted in a moment 


Your salespeople can quickly learn to 
fit them properly with the aid of Dr. 
First position Arress the falling ~ Scholl’s Arch Fitter, getting just the 


STEPS TO CORRECTION 


arch with a Dr. Scholl Appliance j 2 , : . 
right elevation in just the right place. 


This insures sufficient support where 


required and not too much elsewhere. 
Second position— Raising the a ° ° 
prey cman dati Then you enjoy the big added advantage 


—_~ of maintaining contact with the cus- 

tomers and completing thecorrection of 
iin tetitees their arch troubles by gradually raising 
stored to its normal contour the elevation of the appliances as im- 
provement takes place. Don’t overlook 
the importance of this merchandising 
feature. 


Cut down your stock of arch support shoes. 
The money released will buy an initial 
stock of Dr. Scholl's Corrective Foot Ap- 
pliances covering the full range of require- 
ments and turning over faster at a bigger profit. 


Ce 


Dr. Scholl’s Advertising is appearing in all magazines 
and leading newspapers. 


THE SCHOLL MBG. CoO., Inc. 
Largest Makers of Foot Appliances in the World 
With this Arch Fitter Dr. Scholl’s Corrective Foot Appli- 213 W. Schiller St., Chicago 
ances may be adjusted in a moment for an exact fit or to 4th St., New York 112 Adelaide St., East, Toronto 1-4 Giltspur St., London 
ease the elevation as the condition of the foot improves. Branches in the leading cities of the world 
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SO Open Your Door 
to Bigger Profits with 
American Interlocking Shoe Store Chairs 


Beyond good values and smart merchandise, the modern shoe store 
must offer shopper attraction. For unattractive stores and obsolete 
seating equipment create an old-fashioned atmosphere. Shut out 
shoe store profits. Literally close your door to willing buyers, 


Equipped with American Interlocking Shoe Store Chairs, your 
store takes on a profit-building transformation. Rz-diates distinc- 
tion, progressiveness, good taste. And as a result, it becomes the 
preferred shopping place for particular people. “American” Chairs 
open your door to those profits which good values and smart mer- 
chandise alone cannot bring. 


32-Page Book and Service—Free 


Thousands of shoe stores from coast to coast have found the key 
to bigger business by letting our Shoe Store Service Department 
solve their seating problems. Without any obligation to buy, our 
engineers and draftsmen will be glad to lay out your store for 
maximum attractiveness and efficiency. Simply send us rough 
layout. Our interesting and helpful 32-page book, “New Styles 
in Shop Seating,” also sent free to owners and managers. 








No. 4081 















Sars 
AMERICAN SEATING COMPANY 
1016 Lytton Building, Chicago, Illinois 


Gentlemen: Send me, without obligation, helpful 32- 
book, ““New Styles in Shop Seating."’ ees _— 













each Penalty to. 



































Greater comfort for your customers, 
ch ( 1010 Lytton Bldg. Chicago, Illinois 
een, Se Y) Branch CBee ( New York: R. 601-119 W. 40th St. 


Cue dente —chein aggear 
, @xperience to serve and assist you. Philadelphia: K. 703-1211 Chestnut St. 
if 
“a ID) Boston: R. 302-69 Canal St. | 


Z 
ecce==-="=.-| American <9" Company 
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The Asitsinenta s Blue Print Reveals 
New Sales Power for Your Store 


“Power of Suggestion”—the most effective means of creating desire 
and inducing buying action—reaches its greatest height in the new 
display fronts by Kawneer. Greatly enhanced in beauty by its Chased 
Design and many other new and distinctive Kawneer creations, 
these new store fronts are the most powerful selling factor in retail 
merchandising today. We'll work with your architect to plan a 
display front that will pull the crowds to your store. 
THE 


wnee a 4 
eave 1 


2913 Front Street, NILES. MICHIGAN 
SEND THIS BOOK TO 
Ree ee 


Address 
Kind of Business 

















FREE DISPLAY COUNSEL 
Write us about your display problems. 


ro Sane J. DUNCAN WILLIAMS and RS L fA 
‘ LIAMS and JOS. H. MARSHALL, two of Amer- 
ENCHASED ica’s foremost display men, whose years of practical experience have 
DESIGN fitted them to deal intelligently with all phases of merchandise dis- 
play, are at your service. Without cost to you, these men will offer 
you a practical solution to any of your display problems. 
aaenaeentieenindemaiiial —_—4 
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- CHIC AGO- 


' 643-66! SOUTH WELLS STREET 


. ° ; * . 
“Autumn . 


‘Catalog 






r/ THE ADLERJONES CO 






Adler-Jones’ Decoratives 
really do add Sales Pow- 
er to Display Windows. 















Catalog Free on request. Our 
Chicago Showroom always 








open for your inspection. 








2 —— 














BE 
INDIVIDUAL 


Buying Chairs for 
your store area 
presents certain 
problems for solu- 
tion. 


We prepare indi- 
vidual floor plans 
without additional 
charge. 















We are in an advancing age of new merchandis- 
ing methods. 


Andrews Shoe Store Chairs are designed to meet 


modern requirements of design and equipment. 


Send for Catalog No. 93 


The A. H. ANDREWS CO. 


107 South Wabash Avenue, Chicago 


NEW YORK PORTLAND SEATTLE 
1472 Broadway 46 Fourth St. 617 Western Ave. 













































| “Duflo” 


Insole Smoother 


A New Tool for Your 
Shoe Store 


Insoles are made smooth and 
comfortable by the use of the 
“Duflo” Smoother. 

Rough or Bunched up places can 
be smoothed down easily. 
“Duflo” Insole Smoother cuts 
close down to tip of shoe and 
edge of insole without cutting. 
lining or upper. 

Adjustable at screw-head and 
handle to take care of different 
angles. 


A Handy Tool to Use— 
“Duflo” Smoother 
Your Jobber can supply or 
Write direct. 
F. W. Whitcher Co. 
179 Lincoln St. 
Boston, Mass. 
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SALES AND SERVICE 


MADE WITH 
BARBOUR S1tutieus: WELT 























Tue 
JOnNN Ren 


NEWARK, N. J. 





Extra service usually means extra expense to the 


merchant. 


Here is an extra service feature which custom- 
ers gladly pay for—the “Bete” Shoe Tree. And 
not only do these famous trees pay the mer- 
chant an extra profit but they also make the 
customer contented with his purchase because 


he knows trees keep shoes looking smarter. 


Miller Trees mean more satisfied 
customers —and two-way 


profits. 


O. A. MILLER TREEING MACHINE 
COMPANY 


BROCKTON, MASSACHUSETTS 
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The WALES 


A Scotch Grain oxford of distinction. Its style is 
right, its fit incomparable and it is in stock ready to 
ship. Number 3625, imported Scotch Grain, heavy 
single sole, solid leather flange heel. 
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HE growing popularity of the No. 2 Flat Eyelet is due to its 

dignified simplicity. Diamond Brand Vuzb/e Fast Color Eye- 
lets give the shoe a grace and beauty, an elegance and refinement 
that have won the admiration of makers and wearers of quality 
footwear. Men of taste now look upon visible eyelets as one cf 
the requisites of correct footwear appearance. There are no eyelets 
of equal fineness, finish, or quality. 


Look for the “Diamond <> Trade Mark 
UNITED FAST COLOR EYELET COMPANY 


205 LINCOLN STREET, BOSTON, MASs. 


Manufacturers of 


DIAMOND BRAND Vxible FAST COLOR EYELETS 





FTER five unsuccessful attempts, Robert E. Peary 


The illustrated High Cut Patent 
Calf Walking Boot, with Inside discovered the North Pole on April 6, 1909. His 


Side Lace, was featured as one expedition of 66 men and 140 dogs was divided up into 


of the Style creations in 1909. . 
f ‘ 4 sf five detachments. One group would advance to relieve or 


replenish another at a prearranged point and return’ to the 
Tube, we antes expedition’s vessel, The Roosevelt. This left a single party, 
shoe style in the composed of Peary, his colored servant and four Eskimos, 
See + ~~ sae to reach the long sought for goal. The entire distance from 


(elastic Box Toe, : ; ; 
one of the out- mainland to Pole was 475 miles, which was covered 


standing discov- at the remarkable speed of 13 miles per day. 
eries of modern : 
shoemaking, gives 
to the shoe style @ 
value throughout 

its life. 


(G/C —roows— 


THE QUALITY BOX TOE 


United Shoe Machinery Corporaticn 


BOSTON, MASSACHUSETTS 
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Offering ‘You a 
Substantial Saving 


in Insurance Cost x 


C The Dividend Cuts the Cost - but the 
Quality Remains Highest and Best 


The Central’s first endeavor is to provide the best protection 
insurance experience can devise—also the first consideration Judge Your 

with every careful buyer. With quality of protection assured, . 

the pa nbiadion is cost. Central wh reduced cost and, Insurance by These 
at the same time, gives even greater protection to policy-holders Fundamentals of 
by careful inspection and approval of risks. Our loss expense 
is low. Similar attention to management has meant minimum Insurance Value— 
operating cost. Since, in a Mutual Company, earnings belong 
to policy-holders, this has resulted in a substantial dividend— (1) QUALITY — Adequate 


; “ee protection, helpful ser- 
effecting a distinct vice before loss, and 
prompt settlement of 


claims. 


COST — Minimum cost 

2 at which you can buy 
the quality of protec- 
tion you demand. 














Saving of 30% in Insurance Costs 


The Central is the largest and strongest Mutual Company in 
the United States engaged in a general fire insurance business. 

Measured by any test of solvency, it is thoroughly sound and a a : 

its policies are absolutely safe. In dividends alone, up to Janu- ing your policy is thor. 
‘ary 1, 1928, Central has saved its policy-holders a total of yn Ba “an 
$5,294,004.00. It offers insurance protection of the highest : 

quality, at a definite saving in cost, to individuals or corpora- og By 8 ye 
tions whose property or business can qualify as a first-class fifty years of service, with 


prompt and satisfactory set- 


moral and physical risk. tlement of claims. Through its 
dividends, it reduces to a min- 


( ) STABILITY—Assurance 


= ° ° . a imum the cost of quality in- 
Write us for definite information as to what The swvenee, The soundusss of the 


Central can offer you in quality of protection and Company and its policies is 
F é s* ¢ : . unquestioned. 
in actual saving in insurance costs. 


| AB 
A Friendly 


} CENTRAL “™ 


Manufacturers Mutual Insurance 
of Van Wert, Ohio. 


FIRE, AUTOMOBILE AND TORNADO INSURANCE FOR SELECT RISKS 
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_| Some of the Reasons Why 
|| “Star Brand Shoes Are Better” 





Last year our company made more than 51 million pairs of shoes 
amounting to over 124 million dollars. 


This great volume in itself enables us to put the best of materials 
into our shoes, and at the same time hold down operating costs. 


We also produced within our organization more than 65 million 
dollars’ worth of leather and other materials used in our shoes last 


year. 
Doesn’t it stand to reason that we can own the materials that we 
make in our own factories on a more favorable basis than would be 
possible to procure it from outside sources? 


We make our own stains, dyes, oils, etc. These and many other 
essentials to shoemaking come from the 59 auxiliary plants owned 
and operated by our company, in addition to the 14 tanneries and 


43 shoe factories. 

In our own rubber plant we make the rubber heels and composition 
soles used in our shoes, and practical tests prove it to be material of 
unexcelled quality. 

At the present time we have our own textile mill under construction 
in Malvern, Arkansas. In the near future we will be producing the 
fabrics for our shoe linings—also the laces. 


IIIc IC 


OOOO I I 


Ocoee 3t 


age oe gee oe oe5e5e5 


‘We are producing from the raw or crude nearly everything that 
enters the finished “Star Brand” shoe. 


Aside from the economic advantages in tanning our leather and 
producing other materials is another distinct advantage, viz., that 
of controlling the quality of the materials that go into our shoes. 














When we tan a skin we know that piece of leather is good énough to 
go into a shoe with the star on the heel. 


These are a few of the reasons why “Star Brand Shoes Are Better.” 


ROBERTS,-JOHNSONS RAND 


Rranch of international Shoe Ce. 
St. Louis, Mo. 


43 factories — 14 tanneries — 59 auxiliary plants — 1 rubber heel plant 
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(More solouwel coats 


i worn m winter coats. 
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We still have a few fall 1928 


N.C. sample books for 
retail distribution. 
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te ee ee Plantation 
See Creole 
oe rr Suanee 


100 Gold St., New York City 


No. 75 
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No. 1141..... Dragon Vert 
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COSY TORS 


Create New 
Slipper Profits 


DISPLAY of Cosy Toes Slippers 
makes one of the most alluring, 
fetching appeals that could be offered to 
women! And as a result these beautiful 
slippers are eagerly purchased in steadily 


No. D-2092 increasing volume. 
Honeydew Lining and Trim $3.65 . 
’ J $ Shown in Full Colors 
in our new Fall catalog. Send for this 
book. It’s an unerring guide to greater 
B. ROBERTSON—Minnesota, Iowa, Wisconsin and slipper profits. 
Shown at the left, No. D-2092, black silk 


Northern Illinois. 
M. KOSTICK—North and South Dakota, Nebraska, brocade, honeydew Skinner’s satin lining 
Kansas and Colorado. and Ostrich plume trim. Elastic strap of 
E. E. SPRAGUE—Montana, Idaho, Utah, Washington and shirred ribbon, attached with snap fasteners, 
Oregon. pivoted to wear over heel or ankle, $3.65. 
+. H. CRAVENS—California, Arizona and New Mexico. : 
. Write today for our new Fall Catalog! 
W. H. KESTEN—Indiana and Michigan. ite today f J 
H. D. BOND—Ohio, Pennsylvania and New York. R b Sh C 
J. E. McELFRESH—tTexas, Oklahoma and Arkansas. Oo ertson oe oO. 
G. T. WILSON—Alabama, Florida, Mississippi and Georgia. 
ED. L. CLARK—Large cities in Middle West. ° 
J. W. BROOKS—Tenn.—North Caro!ina—South Carolina. 1635 E. Hennepin Ave. 
Boston Agency, 535 Statler Building. Minneapolis Minn 
9 ° 








Cosy Toes Salesmen and where they travel: 











a a MM 





Carried 
In Stock 


No. 440—$6.50 
Genuine Hazel Alligator Tie Welt, 
269 Last, 14/8 Wood Cuban 
Heel 


No. 441—As illustrated in one strap 


AAA—4% to9 AA—4 to9 A—31%4 to 9 
B—3 to9 C—2%to9 D—3™% to8 
Chic and charming—with slender 
lines of grace and beauty—FORD 
modes meet fashion’s favor in a 

distinctive manner. 


C. P. FORD & CO., INC. 


Detroit Office: Burns-Gray Bldg.—-Ray Wegman 
Chicago Office: 1815 Republic Bldg.—Ray McCarthy 
New York Office: 441 Marbridge Bidg.—Jack Galway 
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THE 
NEW KENT SHOES 
ARE READY! 


—popular styles 
—popular prices 
Thirty styles IN STOCK 


THE VIKING 
‘No. 331 
Black Scotch Grain 
Lace Oxford 


No. 332 
Same style in 
Brown Scotch Grain 


Meee eee eee eae eli) 


IWIN 


Sizes on all styles 
B 64 to 11 


C, D, E, 5 to 11 THE BAMBINO 


No. 339 Black Calf 
No. 340 in Tan Calf 


THE BAMBINO 


No. 333 in Black Calf 
Ripple Edge and Heel 


Address Dept. 7 for Catalog and Price Lisi 
of all Kent Styles. 


M. A. PACKARD COMPANY 


BROCKTON, MASSACHUSETTS 
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Sherwood Beautiful Shoes 
IN STOCK 


Step-ins, Straps, Pumps and Cut-out Oxfords in 
Popular Materials at Prices to Assure You PROFITS! 


“PEGGY” 
B4013—Black Satin wi 
White Kid Lining.. O84. 75 
B401G—Patent Leather with 
Champagne Kid Lining 4.75 
Both made over 2003 Round Toe Last 
with 20/8 Spike Louis Heels 


“BARRETT” 
B4000—Patent 
1401 Medium Toe Last 
B4001—Patent 
1403 Round Toe Last 
Both with 14/8 Boxwood Heels 


Jt 


“IREL” 
B4022—Black Kid 
1401 Medium Toe 
B4023—Black Kid 
1403 Round Toe Last 


“TANAURA” B4026—No. 456 Brown Kid. 
1401 Medium Toe Last 


B4008— Patent . 
B4009—Ebony Black Kid ar — Brown Kid. 5.00 
S ) — 03 Round Toe Last 
B4021—-No. 456 Brown Kid. 5.00 All styles carry 14/8 Leather Heels 


Made over 1401 Medium Toe Last 


14/8 Leather Heels 
“EMSLY” 


“MAYBEL” 
B4010—Black Kid 
1401 Medium Toe Last 
14/8 Leather Heel 





“BEAUTY ARCH” 
‘“Besse’’—Gore Step-In 
B4003—Patent 85 

With Ornament .... 
Round Toe, 1404 La 
14/8 Boxwood Heels 
ae ~y 
With Ornament .... 
1401 Medium Toe Last 
14/8 Boxwood Heels 


B4024— Patent 


“LUREEN” 


B4015—Patent 
1408 Round Toe Last 


aA 


“DENBAR” 
B4017—Patent 
2003 Round Toe Last 

20/8 Spike Louis Heels 


Champagne Kid Lining 
Plain Vamp 1701 
Medium Toe Last 
17/8 Spike Louis Heels 
B4025—Patent 
Stitched Vamp, 178 
Round Toe Last 
18/8 Spike Louis Heels 


14/8 Boxwood Heels 





THE SIZES AND WIDTHS 
A 


coccccvceeS to 
ccoscsovcee es OS 


C secccccece 











Terms—Net 30 days. 
Twenty-five cents additional for orders less than 3 pairs. 


SEND SIZES TODAY 


SHERWOOD SHOE CO., Inc. 


ROCHESTER, N. Y. 


PHILADELPHIA, PA. 
W. F. Schoell, 119 So. 4th Street 
LOS ANGELES 
G. C. McAtee, 811 Lankershim Hotel 
SAN FRANCISCO 
S. Rosenburg, Hotel Normandie 


DENVER, COLO 
W. B. McNutt, 218 Charles Buildin 
PITTSBURGH, PA. 
Harry Waldron, Hotel Henry 


NEW YORK CITY 
R. F. Schneider, 907 Marbridge Bldg. 
CHICAGO 
F. J. Le Pine, 1618 Republic Bldg. 


\ 
‘ 
‘ 
: 
‘ 
. 
. 
‘ 
. 





August 25, 1928 BOOT AND SHOE RECORDER 


When HUTHacAy 





LS 











wm 





buy Calf leathers 


ED RUSPING LEATWERCO 
FOND 06 LAC. WHR USA 


The Fred Ruepin nd Leather Co. 
sRUEPING LEATHERS § 
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HEN he came to us he had 

been selling shoes and dry 
goods. He knew these two depart- 
ments thoroughly! 


a 


Opportunity was what he wanted— 
opportunity to become financially inde- 
pendent. That was all we offered him. 
He trained in one of our stores, selling, 
stock-keeping, re-ordering in one depart- 
ment after another. He learned how our 
vast buying power enables us to offer the 
public greater values. He practiced our 
“golden rule” policies. He was not 
afraid of hard work; his ambition never 
flagged. His salary was adequate but 
not extravagant. He worked doggedly 
to earn his big opportunity. 

Finally, his great day came. 

He was adjudged a competent, fully- 
trained merchant. A location was se- 
lected, a store equipped. He was virtually 
set up in business for himself, as a local 
J. C. Penney Company merchant. Al- 
though he made no investment in money, 
he was rewarded with a big share in 
the store’s profits. This, in addition to 
a substantial salary. Also, he was 
eligible for dividends from J. C. Penney 
Company stock. 





we see ne ayer 


4+ § | 
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Here your experience wins you a share in the profits 


Ten Years From Now 
— Will you be doing as well? 


Read his story and judge for yourself. 
Today, at about forty, he is a self-made 
man, living on 3 incomes. Our managers 
make in salary alone a substantial an- 
nual sum, but their wealth comes from 
their share in profits, dividends, etc. No 
one can keep these men’s earnings 
down: we cooperate in every way to 
increase them. 


But we do not give this. chance of a 
lifetime to everybody. Hundreds must 
be turned away. Have you the necessary 
qualifications? If so, write us at once! 


You must have retail experience sell- 
ing men’s clothing or shoes or dry goods. 
You must be young—between 21 and 35. 
You must have a fair education, good 
health, clean morals. 


If you feel you are our sort of man, 
learn now what a career with the J. C. 
Penney Company may lead you to. 


Write to J. C. Penney Company, 330 
West 34th Street, New York City; 1010 
Pine Street, St. Louis, Mo.; 1324 Russ 
Building, San Francisco, California. 


August 25, 1998 





e’d like to find another 


man like this... 





Mr. Puicur G. SHersonpy 


“< 


...ameans to pass from mer: 
pay -day today to an income to 
morrow,” says Phillip 4G. 
Sherbondy of Concord, North 
Carolina. He started with us at 
the bottom. Learn the story of his 
success! 


“When I saw the quality of the 
merchandise and the price at which 
we were selling it, it looked to me 
as though we ought to do all the 
business in town. I expect we 
worked almost every night but we 
were interested in our work. . . The 
following year was a good one and 
we made plenty of money. That 
store turned out to be a good money- 
maker. 

“What attracted me to thie 
Penney Company is what attracts 
men today. It gives each of us a 
fine opportunity to better our own 
condition, to build a safe future for 
ourselves and our families.” 

—P, G. S. 
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WHo’s WHO ON THE ROAD 











EORGE FOLGER of the Barbour 

Welting Co., Brockton and Boston, 
on returning from a recent trip through 
New Hampshire and Maine reported 
that shoe factories in the two States 
are doing a very good business. 





D. MULLIN, 

* the well 
known representa- 
tive for the Lewis 
A. Crossett Co., is 
now covering the 
Hawaiian Islands 
with the new fall 
line of his house. 
Frank makes his 
headquarters while 
at Hawaii at Hon- 
olulu and when he 
arrives he is al- 
ways sure of a wel- 
come and a good 
business from his many friend-custom- 
ers. Other Pacific Coast shoe salesmen 





Frank D. Mullin 


who sell to retail shoe merchants in . 


Hawaii are: Henry Parcell, represent- 
ing the Hamilton-Brown Shoe Co. Mr. 
Parcell makes a couple of trips to the 
Islands yearly, and usually stays a 
month at-a time. While Henry is 
away, his “pal,” Harry Langhorne, 
greets the buyers at 206 Pacific Build- 
ing, San Francisco. 





FRANK CRE- 

¢ HAN, one of 
the best known 
salesmen in_ the 
country, who rep- 
resents French, 
Shriner & Urner, 
returned to “The 
Hub” about three 
weeks ago from a 
supplementary trip 
throughout New 
England, and ter- 
ritory as far south 
as Baltimore. Mr. 
Crehan is known 
as one of the style authorities in men’s 
high-grade shoes. He states that there 
is an increase in the demand for the 
narrower toes in fine footwear for men, 
and that the custom type of shoe, with 
a tendency toward genteel effects 
rather than toward extremes, is a pop- 
ular seller. He believes that black will 
be sold to at least 50 to 60 per cent for 
fall, and that the medium shades of 
tans will increase in popularity with 
the spring of 1929, although he cannot 
See any substantial increase in the very 
light colors of tan. Mr. Crehan will 
start out on one of his long trips again, 
covering the South, Southwest and 
Middle West, about Sept. 15. 





J. Frank Crehan 


Pacific Coast Shoe Travelers Again Declare for a Tariff on Foreign-Made 
Shoes. Salesmen Would Like “Price Cooperation” 


‘TE salesmen of the Harsh & Chap- 
line Co. are working hard to make 
gains each week in the “Dave Marks 
Harshline Bonus Plan.” The quota con- 
test is divided evenly into 30 weeks. 
This is the lineup of the salesmen: S. 
E. Adams, L. M. Barrett, O. J. Beck- 
man, S. C. Bohart, F. A. Bollinger, C. 
A. Carlson, Hugh Courtney, M. O. Die- 
kelman, A. D. Eagan, H. C. Ewalt, A. 
L. Gibson, A. A. Heusner, C. B. Henslee, 
R. A. Jaynes, F. L. Kingsolver, V. E. 
Kramer, O. H. Lacher, G. W. Lambert, 
J. C. Lambert, W. J. Lawless, D. A. 
Marks, Wm. McCabe, F. C. Mueller, W. 
R. Nuernberger, S. F. Richardson, L. 
M. Robinson, V. Roszelle, H. Thorson, 
W. Page, W. F. Wheeler. D. A. Marks, 
S. F. Richardson, O. H. Lacher and 
F. C. Mueller have made substantial 
gains in their selling quotas. 





FOR DUTY ON SHOE 
IMPORTS 


HE Pacific Coast Shoe Travel- 

ers’ Association indorsed at 
a recent meeting a previously 
framed resolution, declaring for a 
tariff on foreign- made _ shoes. 
Some two years ago the Pacific 
Coast boys presented a resolution 
to the National body to this effect, 
at the same time commending the 
vote of the N. S. T. A—taken 
some five or six years ago—that 
this body is absolutely in favor of 
a tariff on the imports of shoes 
from other countries. The Na- 
tional office also states that it is in 
favor of a duty on foreign-made 
leather, and N. S. T. A. members 
interviewed state that they feel 
shoes and leather should be con- 
sidered in a different classifica- 
tion from hides, as the latter must 
necessarily be purchased in a 
world market, but on manufac- 
tured goods, requiring the labor 
of the American workmen, a tariff 
should be paid. “Several manu- 
facturers, trade organizations and 
labor unions, as well as shoe trav- 
elers,” says the N. S. T. A. office, 
“are now clamoring for a duty on 
foreign-made shoes, stating that 
they feel business’ generally 
would be much benefited by a suf- 
ficiently high tariff on imported 
footwear. Already many travel- 
ing salesmen have interviewed 
their representatives at Washing- 
ton to take the necessary steps in 
the next Congress to insure ade- 
quate protection for the industry.” 




















OSEPH DRISCOLL, Boston sales 

representative for the Philadelphia 
Kid Co., who was visiting the home 
office the week of Aug. 6, reports that 
his sales for “Philly” kid are increas- 
ing. 


HE  Philadel- 

phia Shoe Trav- 
elers defeated the 
Philadelphia retail 
shoe merchants at 
their annual joint 
outing held recent- 
ly at Willow 
Grove. The base- 
ball score was as 
follows: Travelers 
17, Retailers 9. 
President Paul S. 
Lippincott, Jr., 
president of the Paul S. Lippincott, Jr. 
Philadelphia Shoe 
Travelers’ Association, matched A. H. 
Cohen, president of the Philadelphia 
Shoe Retailers’ Association with a good 
game in center field for President 
Paul’s victorious traveling salesmen. 
Morris Gordon, as usual, “starred” for 
the retail shoe merchants in two home 
runs and in brilliant field work. Charlie 
Tecklenberg of the Converse Rubber 
Co., was the “star” for the travelers. 





(, RORGE MO- 
J HOLLAND, 
who represents 
the J. Nelson 
Manning Shoe 
Co., makers of 
women’s novelty 
McKays and felt 
slippers, left Bos- 
ton recently for a 
three weeks’ trip as 
far West as Chi- 
cago and up 
through the North- 
west. Mr. Mohol- 
land started out on 
his trip refreshed 
by a 21 days’ vacation in New Bruns- 
wick, where he spent his time in fish- 
ing. He speaks in glowing terms about 
the country in and around Saint John. 
Mr. Moholland covers the jobbing trade. 
He reports that he finds the demand 
strong for low-priced merchandise with 
a high-style value, and is particularly 
enthusiastic over his line, which, he 
says, is built to meet the above-men- 
tioned demand. The J. Nelson Manning 
Co. operates two factories, the product 
of which is sold to the volume buyers of 
the country; one of these factories 
makes the women’s novelty McKay line, 
and the other the felt slipper line. 





(Photo by Waid) 
George Moholland 
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109 READE ST. 





NEW YORK CITY 














Fifteen Smart Shoes 
In-Stock 
for Immediate Delivery 


MARIE 

Black Patent Chrome, Black Pin Seal 
, . hdb ew ee edhe saben gh ees $3.35 
Black Satin, Black Suede Calf Trim. 3.35 

Schmidts Java Brown Lizard Vamp, trim 

and heel, Brown Suede Calf quarter 

CO MAEM 2. ccc wccccccccccccccces 

Black Lizard Vamp, trim and heel, 
Black Suede Calf quarter......... 3.60 


Long vamps, 19/8 Spike, 14/8 Cuban and 
Junior heels, Kid lined, Silk French Cord, 
1 piece leather inner, A and C widths. 


AGNES 

Black Patent Chrome, Black Lizard trim, 

Bt VAMP .ccccccccccccccssese $3.35 
2% Spike, 14/8 Cuban and Junior heels. 
Black Suede Calf, Black Lizard trim. .$3.60 
Brown Suede Calf, Brown Lizard trim.. 3.60 
Long vamps, 19/8 Spike, 14/8 Cuban and 
Junior heels, Kid lined, Silk French Cord, 
1 piece leather inner, A and C widths. 


LILLIAN 


Black Patent Chrome, Gun Metal Calf 
$2 


| BPRPESTLETEOE TER eree eee SS $0 
Gun Metal Calf, Black Lizard trim. 2.90 
Black Patent Chrome Vamp, trim and 

heel, Black Lizard quarter......... 2.90 
All Brown Alligator Calf...........- 3.00 


Long vamps, 14/8 Cuban and Junior heels, 
Hammels Sheep lining, 1 piece leather inner, 


C wide. 
ELLEN 
Black Patent Chrome, Gun Metal Calf 
fromt GtPAp . nc cccscccveces yee 
Standards Java Brown Kid, Brown Lizard 
SEED scene cauns 0s etac-opens 3. 
Long vamps, 19/8 Spike, 14/8 Cuban and 
Junior heels, Kid lined, Silk French Cord, 
1 piece leather inner, C wide. 


GRACE 
Black Patent Chrome, Black Lizard 


8a 
GBIGTE ccc ccc ccc ccesccccesscs -85 
Short vamps, 20/8 Spike, 14/8 Cuban and 
Junior heels. 
Java Brown Kid, Brown Lizard trim. ..$3.00 
Java Brown Kid vamp, Brown Suede Calf 
ae 3. 
Long vamps, 19/8 Spike, 14/8 Cuban and 
Junior heels, All Kid lined, leather inner, 
Silk French Cord, C wide. 




















B. FRIEDMAN SHOE CO., Inc. 


109 Reade St. 


New York City 
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N. KANE, 
¢ sales manager 
of Colt Cromwell 
Co., manufacturers 
and importers of 
riding boots, ap- 
peared at the mas- 
querade of the Na- 
tional Costumers 
Association in full 
Indian regalia. 
The costume is full 
beaded, valued at 
$2,000, and is one 
of the prettiest in 
the United States. 
It took more thana 
year to collect 
same and it was so 
effective that Mr. Kane, who is person- 
ally known to every member of the as- 
sociation, was not recognized until he 
unmasked. He was the convention di- 
rector and publicity manager for N. C. 
A.’s recent convention which was held 
at the President Hotel in New York 
City. 


No, this is not an 
Indian Chieftain, it is 


Cromwell 


manager 


HOMAS F. ANDERSON, secretary 

of the New England Shoe and 
Leather Association, executive secre- 
tary of the Boston Shoe and Leather 
Fair, and a dozen or more important 
groups in the trade, recently became a 
traveler, though not for business this 
time, unless it is possibly to sell the 
many charms of New England as a 
business and residential section. His 
objective was his “old camping ground,” 
Digby, Nova Scotia, where he is now en- 
joying a well deserved vacation after 
his strenuous work of the past year. A 
shoe traveler recently discovered T. F. 
in a Boston bank, drawing some money 
to finance his “Way Down East” trip, 
and to him Secretary Anderson stated 
that he intended to be away from his 
desk for as long as two weeks. 


RANK M. BOHR, vice-president and 
sales manager of the Munroe Shoe 
Co., recently returned to his new office 
in the Statler Building, Boston, from 
cne of his numerous “personal-contact” 
trips to the trade. The Munroe Shoe 
Co. has eight salesmen, in addition to 
Miss Helen M. Craig, who visits special 
accounts. Mr. Bohr is trying all of the 
time to effect closer business-contact 
friendships with the retail shoe mer- 
chants in the territory covered by his 
salesforce. In a recent interview Mr. 
Bohr had something to say about his 
“Body Balance” shoes. “The Munroe 
Shoe Co.,” he stated, “is catering to an 
increasing demand for individual shoes 
for individual feet. We have had our 
‘Body Balance’ shoe on the market for 
about 11 months, developing it after 
several months’ experimentation. We 
are stressing beauty, as well as body 
balance, in our line, attaching heels of 
all required heights to the individual 
last as the body balance may require. 
We claim that our ‘Body Balance’ shoe 
is absolutely correct as to the human 
body measurements, fitting from ball to 
heel, true treading, with properly fitted 
arches, heels and counters that carry 
the shape throughout the entire life of 
the shoe. I can truly say that we have 
never had a pair of our ‘Body Balance’ 
shoes returned because shanks broke 
( or because counters or heels wore 
improperly.” Among the new “Body 
ce” numbers which Mr. Bohr re- 


ports are selling well for fall are: a 
-brown suede with topaz, genuine, lizard 
trim; black satin and black velvet com- 
binations, step-ins in black and blue 
lizard and blue kid, with modernistic 
buckle and trims; black suedes; black 
patent, with cut steel buckles; green, 
wine and dark blue crepes; a Spanish 
brown and beige crepe, piped with gold; 
other numbers piped with silver; black 
rep with mat kid quarter and heel; 
green and burgundy kid twin straps, 
piped with gold, and the new side fas- 
tenette; parchment silk kid, trimmed 
with gold; numbers in Mallinson’s 
transparent velvet in various color 
combinations; brown velvet with brown 
satin quarter; demure little three-layer 
bows, and solid cut steel buckles were 
noted among the decorative effects. 





“DIFFICULT” COMPETITION 


BosTton.—To the N. S. T. A. 
office come reports from many 
prominent shoe traveling sales- 
men that they are handicapped by 
the price policy of some manu- 
facturers who sell to chain stores 
or who control chain stores. The 
gist of these complaints is about 
as follows: “During the past year 
we have explained to our trade 
that on account of the world 
scarcity of leather shoes would 
cost the American public any- 
where from 50 cents to $1 more 
the pair. Our firms have had to 
pay more for leather and have 
had to pass this cost along to our 
customers, who in turn have 
charged the public the resultant 
advance. 

“But we are constantly meet- 
ing unfavorable competition. Buy- 
ers tell us that they can pur- 
chase at old prices, and that they 
are not charging the public any 
more for the same grade of shoes 
than formerly. Except in the very 
highest grades, we feel that this 
loss has been absorbed either by 
the manufacturers or by the 
stores themselves. This plan is 
certainly making it hard, not only 
for the independent retail shoe 
merchant, but for the boys on the 
road whose firms are not absorb- 
ing the increased leather costs. 
Moreover, as hide and leather ad- 
vances have been explained to the 
public, it is surely not making for 
more confidence on the part of the 
public in those stores which have 
been obliged to advance prices.” 








soit 





OE KALISKY, Chicago representa- 
tive for Thompson Bros. Shoe Co., 
Brockton, Mass., who is spending his 
summer vacation, as is his wont, fishing 
in northern Wisconsin lakes, reports a 
recent visit to Calvin Coolidge, Presi- 
dent of these United States. It was 
Joe’s thought that as he was a fellow 
“Izaak Walton,” and a near neighbor to 
the illustrious summer visitor, he should 
do his part in welcoming the nation’s 
“Big Chief” to the “Wilds of the West.” 
An audience was readily arranged and 
a fortnight or so ago the former presi- 
dent of the Chicago Shoe Travelers’ As- 
sociation had the honor of shaking the 
hand of President Coolinge and chat- 
— for a while with Secretary Saun- 
ers. 
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W. DICKMAN 

~ represents R. 
H. Lane & Co., 
wholesalers of 
shoes, rubbers and 
felts in the Middle 
West. Mr. Dick- 
man makes his 
headquarters in 
Detroit. He says 
that his line of 
women’s novelty 
shoes is moving 
well, and that his 
arch support shoe 
for men is also a 
popular num ber. 
“We are now well started on the last 
half of our 1928 business,” said Mr. 
Dickman recently, “and find that buying 
has commenced well. Dealers have made 
up their minds, evidently, that they 
must have the merchandise on their 
shelves when the cooler weather of the 
fall and winter arrives, and are antici- 
pating well as to gaiters. With the 
popular colors for fall long since defi- 
nitely established in fabrics for gowns, 
the shoe man was able to follow right 
along as to the right shades in foot- 
wear, and I believe has visualized the 
color and pattern trend earlier for 
the coming seasons than for many sim- 
ilar past periods.” 


(Photo by Wald) 
Bruce W. Dickman 


M. OAKMAN, known to the shoe 

¢ world as Oaky, left Boston re- 
cently on his 98th consecutive country- 
wide trip to the Pacific Coast. Oaky 
travels for Alden, Walker & Wilde, Inc., 
and sells the Matrix shoe for men. One 
of Oaky’s characteristics is his virility. 
He is as active in body as in mind, and 
his many friends among the boys on 
the road in the trade are confidently 
hoping that Oaky will live to celebrate 
his one hundredth national tour and 
still be “going strong.” 


AMUEL B. ABBOTT, son of Herbert 

L. Abbott of the Abbott Shoe Co., 
North Reading, Mass., leaves “The 
Hub” right after Labor Day for a trip 
to New Haven, Bridgeport, Hartford 
and small cities en route to New York. 
Mr. Abbott is a graduate of the Mas- 
sachusetts Institute of Technology, and 
decided that he would apply his know- 
ledge of engineering to the shoe busi- 
ness. “I was literally brought up in the 
shoe factory,” said Mr. Abbott, “but be- 
fore making arrangements to sell the 
product of the House of Abbott, I took 
an intensive course in the making of 
men’s leather slippers, comfort shoes 
and boudoirs, commencing at the cutting 
room and going right through to the 
packing room.” Mr. Abbott has been 
connected with the Abbott Shoe Co. 
for four years. He commenced with 
New England territory, and now also 
covers New York State. He recently re- 
turned to Boston after a business visit 
to Syracuse and reports that business 
conditions there are very good on ac- 
count of the fact that many of the in- 
dustries are operating at capacity, and 
that some are running on two to three 
shifts a day. He also states that the 
Abbott Shoe Co.’s business is making 
good gains with each year. This is an 
old concern, established in 1855. It re- 
cently moved its Boston office to Room 
602, Statler Building. 


Friendships are the rewards of life 
—its decorations. 
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Established 1894 


IN STOCK 


Dickory Dock Fall Line Blucher 
Boots in Patent, Tan, Gun Metal 
and Dark Smoke. Both plain and 


trimmed numbers. 


TRUITT BROS., Inc. 
Binghamton, N. Y. 





Incorporated 1904 




















THE FAMOUS 
CONCAVE ARCH 


The most widely advertised line of dancing 
footwear on the market! Dancers know 
and demand the Capezio Concave Arch 
in both the Hard and Soft Toe Ballet 
Slipper. Made of finest material 
and noted for long wear, perfect 
fit and beautiful appearance. 
Conforms instantly to the 
shape of the foot. Full 
stock always—at once 
delivery on all 

orders. 


Concave Arch 
Hard Toe Bal- 
let always in 
stock in Pink, 
Black and 
White Satin 
and Black Kid. 
Special shades 
to order. 


Write today for 
Catalog, Sales 
plan and samples. 





209 WEST 48° ST. 
NEW YORK CITY 














The CAHILL CARTON 


“The Carton That Opens in the Front” 
———— 


(Copyrighted) 


MACHINE 


For printing the stock 
description, size 
selling price of the 
carton or the 
Cahill carton. 

PRICE, $4.00 


Mailed on Approval 


Patented 
9-1-25 
Patents 
Pending 


¢—E, ~ 





Beautiful—Convenie 
Any size— Any color — Shipped 
anywhere knocked down at 
lowest freight rates. 
Cost less though made of 
better materials. Samples 
or salesman on _ request. 


and_ width 
shoes on 
index card for 


Coolidge bought this 
A good talking 
point. 

7897—KID PD’'ORSAY—Satin 
Tufted sock lining. Full 
12/8 heel. In Tan, 
Blue and Green. £ 


Mrs, 
slipper. 


No. 
lining. 
grain sole. 
Black, Red, 
$2.85 pr. 
No. 7877 
Patent Leather. 


Same as above, in 
$2.85 pr. 


BEST-EVER 
SLIPPERLCO. INS 


75 FRONT ST, BRCOKLYN NY 
New lork Office hoom 43 Varbridge bey 


CAHILL BOX MARKER 
A VERY EFFECTIVE 


number, 
and 
the 
the 


HARRISBURG, PA. 
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* Don’t count your chickens 
before they’re hatched” —~ _ 


ae 


has a brand ne 


till you’ve sold the shoes 


An unknown brand, of pleasing appearance and promising profit, is always easy to buy. But 
selling it again is a different matter. There’s no demand, so you have to get behind and push 
—and after you’ve wasted hours of valuable time, you have to stick a half-price tag on it 
and practically kick it out of the store. 

There’s but one logical solution:—to sell in each field the swiftest-moving line that your 
customers know. In the field of canvas sport shoes, Keds hold this enviable position. 


Here’s why “Keds” 
mean “Sales”: 


1. Keds are nationally advertised; nation- 
ally known. More people ask for Keds than 
for any other canvas rubber-soled shoe. 


2. Keds offer the most complete line of can- 
vas rubber-soled shoes. There’s a type of 
Keds for every purse and person. 


3. Keds’ 135 wholesale distribution out- 
lets, scattered the country over, offer the 
fastest manufacturer-to-dealer service obtain- 
able on any canvas rubber-soled shoe. 


4. Since Keds are worn by more people than 
any other canvas rubber-soled shoe, the 
repeat-order business is large and steady. 


5. Keds’ consumer-known value and ” 7 

Keds’ advertising helps are giving thou- THE CONQUEST 

sands of dealers a quick turnover and an This gymnasium Keds with vulcanized crepe 
sole gives sure grip and wonderful wear. White, 


increased margin of profit. 
brown or gray lace-to-toe style—white or brown 
eC oy with black trim — gray with gray trim. 


REG. U.S PAT. OFF. 


MADE ONLY BY 


United States @ Rubber Company 


Trade Mark 
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The Master Sales Key to Increasing Profits 


“MAIDA” 


985—Genuine 
Baby Alliga 


Amber 
tor with 


Suede quarter to match. .86.00 


Medium Toe 


“MAIDA” 


B-975—Genuine 
Lizard with Blac 
Suede quarter 


Medium Toe 


“ECHO” 
B-968— Genuine 
Baby Alligator 
Medium Toe 


Amber 


Pittsburgh Office: 
Henry Hotel 
WwW. A. BARNEY 


Detroit Office: Detroit-Leland 
Hotel 
Cc. G. SELLERS 
New York Office: 846 Mar- 
bridge Bidz. 
B. W. MOYLAN 
Les Angeles Office: 107 East 
Sth Street 
Cc. E. VanDEGRIFT 


Special Process 


Special Process 


Goodyear Welt 


“OSAGE” Special Process 


B-992 
Lizard with 
quarter to match 


Genuine Brown 
Brown Kid 
86.10 


Medium Toe 


MENIHAN’S 
IN STOCK 


— numbers in Genuine Rep- 

tilian Materials, ready to be 
shipped on receipt of your order. 
Write—wire—or radio your order 


“BALZAR” Special Process 

B-908—Genuine Brown 
Baby Alligator with 
Brown Kid to match... .$5.85 


Medium Round Toe 








B owcceeceeee ed% to8 


Twenty-five cents additional for orders of less than three pairs. 
Terms Net 30 Days. 








THE MENIHAN COMPANY 


SHOEMAKERS FOR WOMEN 
Rochester, N. Y., U. S. A. 
Makers of Menihan Arch-Aid Shoe. 
Write for Agency Proposition. 


“VERD 
Special 
B-S48—Genuine 


ELLE” 
Process 
Black 


Lizard with Mat Kid 
quarter and heel 


“LUELLA” Special Process 


B-996—Genuine 


Kid quarter 


IN STOCK 


Brown 
Snake with Brownstone 


Medium Toe 


“CREST” 
B-932—Genuine 
Baby Alligator 


Amber 


Medium Toe 


Goodyear Welt 


New England Office: 
Draper Hotel 


Nerthampton, Mass. 
Elliott La Montagne 


Cleveland Office: 
a Trust Bide. 


JENKS 


San Francisco Office: 


Plaza 
gq. S. 


Chicage Office: 
F. 


Hotel 


KUSHINS 


Majestic 


J. SATEK 


Hotel 


BE “th BE BE PAKS RS LIS ae HS KE A ES Ae Aw KD Ee Ee ES EO EE 
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New York Staters Promised 
Peppy Convention in Syracuse 


September 17 and 18 Are 
Selected as Meeting Dates 


SyRACUSE, N. Y.—Definite plans for 
the Tenth Annual Convention of the 
New York State Shoe Retailers’ Asso- 
ciation are announced by Executive 
Secretary W. E. Southard. This year 
the meeting will be held in Syracuse 
on.September 17 and 18 with the Hotel 
Syracuse as headquarters. All indi- 
cations point to this being one of the 
peppiest and most helpful gatherings 





New Walk-Over Store 


Syracuse, N. Y. (UTPS) — The 
Walk-Over Shoe Company opened a 
new store recently at 429 South Salina 
Street, to be operated by the Kelly- 
Mills Company, which owns similar 
stores in several other cities, including 
Schenectady, Amsterdam and Pough- 
keepsie. With the opening of this new 
shoe store in South Salina Street, just 
south of Jefferson Street, J. P. Rob- 





of shoe men yet held in the Empire | 


State. 

Some of the outstanding events will 
be round-table discussions conducted 
immediately after the noon-day lunch- 
eon. These informal talks will be led 


| 
| 


by some of the leading shoe merchants | 


of the State. Both the president and 
the secretary of the N.S.R.A.A., A.H. 
Geuting and J. H. Stone, have signi- 
fied their intention of being present 
and speaking. 
the second day the committee in charge 
of plans have what they term a “fun- 
fest.” This is to be held at one of the 
country clubs near Syracuse, and will 
enable those attending the convention 
to indulge in golf, yachting, bathing 
and many other suitable sports. 

There will be over 50 lines of shoes 
on display at the conventicn. Ample 
time is being arranged to allow the 
visiting merchants to inspect these 
lines to their hearts’ content. Plans 
have also been made to broadcast a 
resume of shoe style information to the 
general public. This broadcasting will 
take place on Monday night, September 
17, for about a half hour, starting at 
7.30 o’clock. 


Shiverts Made Manager 


San FRANCISCO, CAL.—A. W. Shiverts 
has been made manager and buyer of 
the shoe department of the Emporium. 
He came to San Francisco about a year 
ago as general manager of Weil Boot 
Shops; later was connected with Som- 
mer & Kaufmann in an executive ca- 
pacity; and more recently has been 
assistant manager of the ladies shoe 
department of the Emporium. 

He succeeded Steve Wochus who re- 
signed as manager of the department. 
_Shiverts enjoys a wide experience 
in the shoe business having been as- 
sociated at one time with the Regal 
Shoe Company and with the Beck Shoe 
Company. For many years, also, he 
was Owner and operator of the Oval 
Shoe Company stores in New York. 


On the afternoon of |- 








erts, formerly manager of a Cleveland, 
Ohio, store, comes to Syracuse as local 
manager for the Kelly-Mills Company. 
John W. Mills, one of the owners of 
this chain of stores, is a former resi- 


dent of Baldwinsville, N. Y 


A California Champ 


At the recent retail shoe merchants’ 
convention F. A. Rodgers, buyer for 
Malcom Brock Department Store of 
Bakersfield, Cal., showed that he swings 
as mean a golf club as he does a size 
stick. Mr. Rodgers is here shown with 
some trophies, the perpetual cup for 
low gross, bag and ae for low net 
and a wonderful prize coat of sun tan. 
The golf tournament is one of the big 
events of the California dealers when 
they convene, and brings out a great 





array of talent. 


To Establish Apparel 
Depts. in-Shoe Chain 


New York, N. Y.—Reversing the 
usual process of estaflishing shoe de- 
partments in ready-to-wear stores, the 
Newark Shoe Company, which operates 
a chain of 400 retail shoe stores 
throughout the country, will put in 
ready-to-wear departments in about 
100 of the stores, according to informa- 
tion made public here last week. The 
ready-to-wear sections will be leased 
to Miller’s Inc., operators of a chain of 
ready-to-wear stores, who will operate 
the sections in the Newark stores. 
Peekskill, Newburgh and Kingston have 
been selected as the first Newark 
stores in which the new apparel sec- 
tions are to be installed. These will 
be in operation some time this month, 
it is expected. Other stores will be 
added as rapidly as possible, the East- 
ern stores coming first in the list. 


Lansing Merchants Have 
Back-to-School Week 


LANSING, MicH.—At a meeting held 
recently by the Lansing Shoe Dealers, 
a committee was appointed to study 
Systems of Stock Control and report 
back a recommendation to the Lansing 
shoe merchants on some plan that 
would be both economic and efficient. 
The committee consists of M. A. Harry- 
man of the Max Harryman Shoe Co., 
C. J. Page of Page-Lamercon, Inc., D. 
H. Davis of Davis Bros. 

At the same meeting plans were ap- 
proved as recommended by the Mer- 
chants Association for a sales promo- 
tion event, which later was held during 
the last week of August. This was 
known as “Back-to-School-Week.” It 
was a city-wide attraction, as it was 
conducted in connection with other 
Lansing stores. 

Other trade promotion plans were also 
considered covering the Fall season. 


Open New Shoe Dept. 


SAN JOSE, CAL. (UTPS)—The Ar- 
cade, Canelo Bros. & Stackhouse Co., 
pioneer dry goods firm, recently opened 
a shoe department, and is featuring 
women’s and misses’ novelty shoes at 
popular prices. The opening day was 
accorded a tremendous response, with 








excellent sales resulting. 


Imperial Store Expands 


BEAUMONT, TEx. (UTPS)—The Im- 
perial Shoe Company of this city has 
amended its charter extending time 
thirty years and increasing the capital 
stock from $12,000 to $48,000. The 
company is carrying a much larger 





stock of shoes and hosiery. 
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Quality is never an accident. It is always the 
result of firm intention, sincere effort, thought- 
ful direction and skillful execution. 


It represents the wise choice of many alter- 
natives and the cumulative experience of gen- 
erations of craftsmen. 


It shows, after necessity has been satisfied, the 
success of a determined purpose. 


J.S.B.LYNN Le 


August 25, 





Gordon Shoe Co. to Move 


to Larger Quarters | 


Detroit, Mich. (UTPS)—The Gor- 
don Shoe Company, 36 Grand River 
Avenue, 
Ground Gripper shoes, will 
1255 


manager of the company. The new 


store will allow for considerable expan- | 


sion that has become necessary, Mr. 
Parker states. More than 
worth of new fixtures have been con- 
tracted for to help make the new store 
one of the finest in this State handling 
corrective shoes only. 


The ground floor will be given over | 


to men’s and women’s models with a 
department for children’s shoes on the 
balcony. Curative shoes in different 
shapes, including good style models 
will be stocked, but no novelty wear 
except a few alligator and reptile 
trims. The Ground Gripper store at 
126 Fort Street west, in the Dime Bank 
Building, will continue to operate at 
that address for the present. Mr. Par- 
ker is one of the most active members 
in the reorganized Detroit Retail Shoe 
Dealers’ Association. 


Fisher’s Tacoma, Open 
New Shoe Salon 


TacoMA, WASH. (UTPS)—At Fish- 
er’s is now found Tacoma’s most at- 
tractive Shoe Salon—a complete reali- 
zation of long laid plans—complete 
both in physical details as_ well 
stocks and assortments of styles and 
and qualities. 

This department is rather unusual 
due tc the fact that it is most advan- 
tageously located having a direct en- 
trance from Eleventh Street and is a 


haven ot rest for the tired shopper, be- | 


ing amply equipped with comfortable 


wicker furniture, and the woodwork | 


painted in light, cool green. 

This department was created and is 
under the supervision of William Knee- 
land, who has been with the company 
for the past 22 years, and during the 
past five menths has maintained an in- 
crease of 40 per cent in the business 
The J. & T. Cousins line of shoes is 
carried. 


New Store in Little Rock 


LiTTLE Rock, ARK. (UTPS)—Ward 
Smith, formerly of Little Rock, who 
recently returned here from Peoria, 
Ill., has opened the Ward Smith Fam- 
ily Shoe Store at Capitol Avenue and 
Louisiana Streets in the building for- 
merly occupied by the Little Rock Shoe 
Store. Mr. Smith has had many years’ 
experience in the shoe business and is 
said to be the originator of the family 
store idea. 


Sensenbrenner to Remodel 


St. Louis, Mo.—Sensenbrenner’s, 6th 
and St. Charles, operated by the Senac 
Shoe Company, will be remodeled, and 
when completed will occupy 1/3 of the 
present first floor and 2/3 of the present 
basement. The store will remain open 
during alterations, which are expected 
to be completed about Aug. 20. New 
fixtures, floor coverings and fitting 
stools and chairs will be installed. 


Detroit distributors for the | 
move to | 
Griswold Street about Sept. 1, | 
according to Walter Parker, owner and | 


$10,000 | 





as | 





Bridgeton N. J., Store o 


I. C. Smashey John M. Smashey 


They say the first 100 years are the | 
| hardest, so from now on keep posted 
|}on the progress of the Smashey Shoe 


Store of Salem and Bridgeton, N. J., 
as this concern has just rounded out 
100 years of shoe service. 

“The oldest retail shoe business in 
America— with one exception — oper- 
ated continuously by the same family 


f the Smashey Shoe Co. 


| for 100 years,” is what can be claimed 
by the Smasheys. 

The grandfather, James Smashey, 
| started the retail shoe business in Sa- 
| lem, N. J., in 1828. His son and suc- 
| cessor, Isaac C. Smashey, took over the 
io=, after the death of his father. 
| When the latter passed away, his sons, 
| Isaac C., Jr., and John M., assumed 

charge, as they had long been associ- 
ated with their father. 

| For a great many years the business: 
| was conducted on East Broadway. This. 
| old building stood until 1924, when it 
| was replaced by the new and modern 
one shown in the picture. 

| The present generation of Smasheys: 
are quite active in local affairs. I. C. 
| Smashey, the father, has long been 
| identified with Republican politics in 
Salem, having served the city as mayor 
for three terms. In Bridgeton, J. M. 
Smashey is treasurer of the Chamber 
| of Commerce, secretary of the Bridge- 
ton Merchants Association. He is also 
| connected with various civic bodies. 








Flory to Open Store 


SPOKANE,. WASH.. (UTPS)—O. 
Flory, formerly manager for Frederick | 


E. | 


& Nelson in Seattle, has recently | 
opened an up-to-dete shoe establish- 
ment in the Chamber of Commerce 
Building. He will deal in men’s shoes 
exclusively. 

Rudberg’s, formerly known as the} 
Hill Shoe Store, recently staged a large | 
change in management sale which went | 
over in nice shape under the supervi- | 
sion of M. F. Hatfield, a sales special- | 
ist. 

W. E. Vawter, of the Walk-Over or- | 
ganization, 
month on his return from the Seattle 
convention, of which he said many 
complimentary things. 


| Hotel. 


was a visitor here ‘tie | 
| 


Harbke Now Head 
of Portland Chapter 


PORTLAND, ORE. (UTPS)—William 
H. Harbke was chosen president of the 
Portland chapter, Pacific Coast North- 
west Shoe Retailers’ Association at the 
annual meeting held at the Multnomah 
E. B. Carrington was made 
vice-president, Edward A. MacLean, 
secretary, and George D. Williams, 
treasurer. 

Will A. Knight, retiring president, 
was toastmaster. Among the speakers 
were H. A. Derry of New York, 
Thomas Wise, Salt Lake City, and C. 
J. Brier, head of a large Northwest 
retail store chain. 

Plans for establishment 
organizations in other Oregon 


of similar 
cities 


| were made. 


Bell to Open Branch 


CLEBURNE, TEX. (UTPS)—R. E. 
Bell, owner of the Bell Shoe Store here, 
one of the leading footwear houses in | 
the city, announces that he has leased | 
a location at 214 South Main Street | 


and will open another shoe store in the | 


near future. Mr. Bell purchased the 
Weaver Shoe Store here some months 
ago. He will carry a complete line of 
footwear and hosiery in the new estab- 
lishment. 


Jerry West Promoted 


CAMPELLO, MAss.—It is announced 
by the Geo. E. Keith Co. that Jerry 
West, now manager of the Worcester, 
Mass., Walk-Over shoe store, is to be 
promoted by being placed in charge of 
the new Walk-Over store which is soon 
to be opened in Erie, Pa. “He has done 
so well wherever he has been that he is 
to have this bigger opportunity,” said 
the management. 
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GOOD LOOKING 
PRACTICAL 
WORK SHOES 












IN STOCK 


No. 302— $3.65 


Men’s 6” Black Elk, White Storm Welt, Semi- 
Hard Cap Blucher. Single sole, Goodyear 
welt. Famous RED WING ALL CORD 
GRO-CORD outersoles, Oak Innersoles. Full 
rubber heels, 13 nail. Modified Munson last. 
A dandy fitter. Sizes 5 to 12. 


No. 236—$3.65 


As above in Black Retan. 


No. 707—$3.75 


As 236 in Tan Retan, Oak outersoles, with- 
out storm welt. 


Dependable sellers—all of them. 
Samples sent prepaid. 


Red Wing Shoe Company 


MANUFACTURERS 


Red Wing, Minnesota. Dallas, Texas 























Can You 
Speak the 
Language of 
Your 
Business ? 


Do you know the meaning of all 
the terms used in the shoe and 
leather trade? Can you make a 
good impression on a customer 
by calling things by their correct 
names and answering questions 
in an intelligent manner ? 


If you can’t—you need the 


“Shoe and Leather 
Lexicon” 


An authoritative dictionary of the 
terms used in the shoe and leather 
trade. The price of the Lexicon is 


50 Cents 


(Cash with order) 


Boot and Shoe Recorder 
_ Publishing Co. 


207 South Se. Boston, Mass. 


August 25, 


1928 
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TWO CONVENTIONS on FOOT CARE 


(Continued from page 55) 


30 shoes showed an annual sale of perhaps 40 pairs 
and an average stock on hand of 20 pairs. The eight 
shoes showed a total stock of 600 pairs and an annual 
sale of 1600 pairs for the group. The other 30 shoes 
showed a total stock of 600 pairs and annual sales of 
1200 pairs. The whole 38 shoes showed 1200 pairs of 
stock for the 2800 pairs sold which was turning stock 
more than twice a year. This store owner, as well as 
every other thinking retailer, is determined that he 
shall cut down the number of kinds of shoes and have 
a greater variety of sizes on those which he does 


carry. 


“« (VERY thinking retailer is all the time fighting 

the introduction of new kinds of shoes and is tend- 
ing strongly toward reducing the number of lines. I 
mention this in detail so that you may realize why the 
store owner cannot add a new last or a new heel 
merely on suggestion. 

“As you get acquainted more with shoe stores find 
out something about the size equipment they are car- 
rying. It is not the large stock that is always the 
efficient stock. But nine times out of ten when you 
find the store that has the fewer lines but plenty of 
sizes, vou will find in that store the intelligent inten- 
tion to fit feet right—they have sizes and widths with 
which to do it. And that’s the sort of shoe stores 
from which chiropodists will get the best cooperation. 

“Take another illustration even more striking. Let 
us take an imaginary condtion in a women’s shoe de- 
partment only. Supposing the owner had decided 
upon four different toe shapes, have each in four 


leathers, each in six patterns, each in three heights 
of heels, each in three retail grades, each with 40 
pairs to a line. How much would the total stock be if 
he literally carried out that program? I don’t believe 
one of you would dare guess. It would figure exactly 
$207,360, which is just about eight times as much 
stock as any ordinary shoe store should carry. 

“Shoe stores simply cannot carry all kinds of shoes. 
They just condense their lines in order to have sizes. 
And the store that says they have everything from 
soup to nuts usually have just that soup to nuts, and 
that’s usually a museum and not a shoe store. 

“Last makers and manufacturers must be given 
credit for years of scientific and expensive research 
and such as to correct fundamentals in lasts and 
patterns. 

“Do you realize that to carry out a single person’s 
idea in regard to a particular last means an invest- 
ment of nearly $10,000 before those shoes can be on 
the dealer’s shelves. When a manufacturer adopts a 
new last he must order at least 60 sizes and a total 
quantity of not less than 500 pairs of lasts. That 
means $1,000 invested in wood at the start, to say 
nothing of patterns and their size complications, in 
addition to manufacturing materials and labor costs. 
With such an equipment for lasts alone the manu- 
facturer must see at least 5000 pairs volume which 
would be necessary to make the cost of lasts per pair 
20 cents, to say nothing of pattern costs. 

“That is why a manufacturer is reluctant to add new 
lasts and why dealers are also reluctant to extend 
their number of lines.” 





The Trend of Hide Prices 





Ending Native Steers 
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WHERE TO BUY 
Men’s Shoes 


8 A 














(pee 
BROCKTON .....__ 








<\ 
BOSTONIANS 


COMMONWEALTH SHOE & LEATHER CO. 
WHITMAN, MASS. 











NETTLETON 
Shoes of Worth 


A. E. NETTLETON CO. 
H. W. COOK, President 
Syracuse, N. Y., U. S. A. 
MEN’S FINE SHOES EXCLUSIVELY 












Stacy Adams Co. 
Manufacturers of 
MEN’S FINE 
SHOES 
Brockton, Mass. 








| 








Richards & Brennan Co, Randolph, Mass. 








WONEST ALL 


80 STYLES IN STOCK 


EMERSON SHOE MFG. 
ROCKLAND, MASS. 


WRITE TODAY FOR CATALOGUE 


ae ll 
IFORT-ARCH SHOE 


MADE EXCLUSIVELY BY Tet 
EMERSON SHOE MFG CO 


co. 
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Shoe Factories 
Still Operating 


| 


At High Rate. 


Cincinnati Manufacturers Re- 
port Good Gains Over 
Last Year 


| than ever. 


Football Shoes Selling 


PLYMOUTH, N. H.—Draper & May. 
nard have made as many baseballs as 
ever, and have sold as many baseball 
shoes, and, what is more, finer base- 
ball shoes. Prospects for business in 
footballs and football shoes are better 
So it doesn’t look as if golf 
were crowding baseball as the great 


| national game. This firm is also look. 


| ing for an 


CINCINNATI, OHIO—Nothing but op- | 


timistic reports are heard trom shoe 
manufacturers in this section. 
ness is very good; production is high; 
Fall orders continue to come in and 
the shoe business in general seems to 
be in a very healthy condition. Some 
sales managers have called their sales- 


men in, while others continue to cover | 


their territories. One manufacturer re- 
ports volume of business for the first 
seven months to have been 35 per cent 
ahead of the same period of last year 
and another reports Fall bookings to 


be the largest in the history of his firm. | 


Shipments for the first two weeks of 
August were very heavy, and figures 
for the last half are expected to be 
much larger. Some merchants placed 
orders for their full requirements for 
Fall, and much of their merchandise is 
for Sept. 1 and 15 delivery. 

Orders coming in at present show 
that black patent is not being ordered 
as freely as it was earlier, although it 
still retains the lead. Black and brown 
suéde has cut in on black patent, and 
quite a few orders that have heretofore 
gone to patent are now for dark blue 
kid. The new shades of brown and tan 
are very good, and one factory received 
an order from a large chain store for 
green kids. Some reptiles are being 
ordered, and manufacturers expect 
footwear of this material to be fair. 

In-stock departments and jobbers 
have been very busy filling orders for 
immediate business. Many of these or- 
ders came from merchants who were 
running clearance sales and needed 
something new to sweeten up the line. 


To Increase Output 


MANCHESTER, N. H.—Ayer & Wil- 
liams, Inc., makers of women’s turn 
shoes, selling to the chain store trade, 
is planning to increase its local pro- 
duction and double its present work- 
ing force. The firm, which occupies a 
modern factory at 415 Silver Street, 
has successfully established itself in 
business here, employing 300 persons, 
with a weekly payroll of $9,000. A new 
style of turn shoes, of which the com- 
pany is the originator, is being made. 
The company this week was granted a 
five-year exemption from local taxes. 
George H. Ayer, treasurer of the firm, 
appeared before the aldermanic board 
and announced plans for doubling the 
local output. - 


Busi- | 








increase in business on 
equipment for winter sports. 


Shipments from Lynn 
Continue to Be Good 


LYNN, Mass.—Shipments of shoes 
are in good volume, according to car- 
riers. So it looks as if stores would be 
well stocked with new styles for Sep. 
tember openings. Last makers continue 
busy on new models, and the pattern 
makers are constantly turning out new 
designs. So it is hoped that the present 
activity will carry through into the 
Fall. 

A new last, accepted by a fast style 
firm last week, measures two sizes short 
by the stick, has a short toe and a short 
coupled shank, and a high arch and a 
high heel, the heel touching the 21/8 
mark. It is one of those “molded to the 
foot” styles. 

A heel may look high, and feel low 
and easy on the foot. This is where 
the art of shoemaking comes in. The 
depth of the heel seat, the grip of the 
counter and the support of the shank 
are factors in the matter. The height 
of the heel in eights is only a detail. 
A slim heel always looks higher than a 
thick heel. 

New patterns are moving somewhat 
toward tie and oxford effects. But 
pumps, especially in the strap models, 
make up most of the picture. Some 
new opera style pumps are being de- 
signed especially for the new orna- 
ments of crystal, which are as vivid 
as any decoration that has been put on 
Lynn shoes. Among theme are shoes 
of satin and crépe de Chine, or moire 
silkk. Brown velvet is trimmed with 
topaz. 

Shoes of blue kid and blue suéde con- 
tinue in active demand. Green suéde 
is used by some of the best style mak- 
ers. Patents are so staple that some 
firms neglect to mention them in speak- 
ing of style movements. The rich shades 
of browns are among the chosen styles 
for the Fall. But it is the character 
and not the name of the color that 
makes or breaks the style. 

Some designers are puzzled ‘o un- 
derstand the demand for models of 
1929. They have not completed their 
program for styles of 1928. There may 
be quite a movement in bootees when 
the weather gets cooler. 
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To Develop New Process | New Shoe Machinery 


LYNN, Mass.—‘‘Patsy” Colella of 
Colella & Leighton, originated the new 
“Col-Ton” process of making shoes for 
his own factory. Some leaders of the 
shoe trade, after a study of the proc- 
ess, thought it worthy of a wider ap- 
plication, and now steps are being taken 
to develop the process for use in shoe 
factories generally. Colella & Leigh- 
ton are using the new process in their 
own factory, producing an extra light- 
weight shoe, with a forepart that is as 
flexible as can be. There are no tacks 
in the forepart, even though the shoe 
is sewed by the McKay method. 


Cross, Manufacturing 
Head at Wise & Cooper 


AUBURN, Mege.—John H. Cross has 
been appointed director of manufac- 
turing of the Wise & Cooper Co. of this 
city. Mr. Cross has for over 30 years 
been recognized as a foremost producer 
of quality footwear, and has had a 
leading part in the improvement and 
development of shoemaking processes. 
No man in the industry is more highly 
esteemed for his capability as a di- 
rector of factory production. 

Mr. Cross assumed his work last 
week. Fred W. Small, president of 
Wise & Cooper Co., states that the con- 
stantly expanding business of his com- 
pany will thus be assured the finest 
factory cooperation under Mr. Cross’ 
direction and experienced oversight. 
The company is now entering upon its 
forty-sixth year. Welts, turns and 
Littleways are produced by this long- 
established Maine house. 


Baltimore Factories 
Report Good Business 


BALTIMORE, Mp. (UTPS) — Trade 
conditions in the shoe industry in Bal- 
timore this week are reported as ex- 
ceptionally good. Business, manufac- 
turers and jobbers report, showed con- 
siderable improvement over the pre- 
vious week, although last week’s report 
was better than for some time. 

Representatives of the Muskin Shoe 
Company state that practically all or- 
ders for the Fall are now in, and work 
has been started for early delivery. A 
large portion of orders received by this 
company are for oxfords and juveniles. 

Conditions are reported good by the 
Brown Shoe Company, Inc., the J. New- 
ton Seitz Shoe Company, Craddock- 
aay Company-Baltimore and other 

ouses. 


Barbour Welting Outing 


_ BRockTON, Mass.—The annual out- 
ing of the Barbour Welting Co. was 
held at Fort Phenix, Fairhaven, Aug. 








4, with more than 100 executives and 
employees attending. On arrival at the 


resort, a program of races and base- | 
l games was conducted, after which | 


a clambake waseserved. During the 
courses executives were called upon for 
temarks. The committee in charge in- 
cluded H. J. Best, G. E. McDonald, 
Charles Dornan, Walter Barbour, Mary | 
Frawley and Cecelia Houde. ' 


Corporation Formed 


License Interested 
turers to Make Compo Shoe 


Will 


Boston, Mass.— 
The formation of 
a new shoe ma- 
chinery manufac- 
turing firm has 
just been  an- 
nounced under the 
name Compo Shoe 
Machinery Corpo- 
ration. The com- 
pany will supply, 
under a system of 
leases, the neces- 
sary machinery for 
making shoes 
under the new getkae al dite 
Compo process, tO Compo Shoe Machinery 
which it holds the Corporation 
sole rights. 
Many merchants already are famil- 


Manufac- | 





iar with the Compo process—the prin- | 


cipal feature of which is the method of 
attaching the soles to the upper by ce- 
menting under heavy pressure. By 
this process, the company claims, the 
outsole and insole become a solidly 
welded whole—impossible of separation. 
The use of tacks and staples and thread 
is thus eliminated, and the result is an 
extremely light, airy and flexible shoe. 

The Compo process of manufactur- 
ing shoes is not a new development, as 
this method dates back to 1868 when 
shoes were made in Salem, Mass., and 
within the last fifteen years, and par- 
ticularly during the World War, it be- 
came very popular in Germany. The 
recent development of Compo Shoe 
Machinery equipment in the United 
States, incorporating American meth- 
ods and American cement, has far ex- 
celled foreign countries. It is now in- 
dustrially and commercially correct for 
any modern shoe factory. It expe- 
dites production with accuracy, speed 
and uniformity, producing a strong and 
durable contact between the outersole 
and the upper. 


To the enterprise of W. H. Bresna- | 


han, president of Bresnahan Shoe 
Manufacturing Co., and his associate, 
B. S. Solar, is due the perfecting of 
the Compo process. After years of ex- 
periment and research in European 
countries on the part of both these 
men, later supplemented by the scien- 
tists of the E. I. Du Pont de Nemours 
Co., who perfected an advanced ce- 
ment, shoes were finally produced by 
the Bresnahan Shoe Manufacturing 
Co., and have had a ready acceptance. 

At the present time, besides the 
Bresnahan Shoe Co., the Bancroft 
Walker Co. of Boston, and M. Elkin 
& Co. of Philadelphia are making shoes 
by this process. 
already been received from 


Many orders have | 
other | 


prominent firms for Compo equipment. | 


The principal officials of the com- | 


pany are B. S. Solar, Boston, presi- 
dent and sales manager, and Charles 
C. Willis of New Brunswick, treasurer 
and general manager. The board of 
directors includes well-known shoe and 
leather men. The principal offices of 
the Compo Shoe Machinery Co. will 
be at New Brunswick, N. J., and 65 
Beverly St., Boston, Mass. 
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WHERE TO BUY 
Ballet Slippers 





HAND TURNED, BLACK KID | 


Sond 
ly attended 
ROTH &2 ROSENBERG SHOE CO. 
124 N. Srd St., Philadeiphia 








BALLET SLIPPERS — IN STOCK 
of the unusual kind 
8102 Bik. Kid Hand Tee 
Seft T 


Child’s 6 te ti—¢i 

Misses 11, te 2— He 

Women's te 8—I. 
Alse 


& HERDER, Inc. 
Ballet HManetactare 


Philadelph 


SCHWARTZ 
lists in 


8 
| 241 No. 1ith St 





Brooks’ Toe Slippers 


In Stock 


Women Misses Ohbildren 
618 Black Kid....$2.80 $2.75 
608 Pink Satin... 3.40 3.85 
Coast Prices Slightly Higher 
BROOKS SHOE MFG. CO. 
Philadeiphia—1725 No. Gth St. 
Los Angeles—1162 So. Hill St. 


Sumith 
encn 
SALLeTS 
Rights and Lefts 
Two Grades 
Wos. Miss. Chi. 
$1.50 $1.45 $1.40 
1.85 1.80 1.25 
In Stock 


325 West Monroe 








wm. 
SUMNER 
SMITH 
Chicago, Ill 








Im Stock Black Bal- 
let Slippers 
Ladies’ 1.25 pr. 
Misses’ $120 pr. 
Childs’ $1.15 pr. 
BLOG SHOE CO., INC. 
147 Duane §&t., 
New York, N. Y. 
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Men’s & Women’s 
Slippers 


i i li ei dine 


Two Strap Sandal 
“Hand Turned” 
In Stock 
C te E—2%-9 

No, 3-2 at $2.35 


MORAN-HERMANN- 
MeMANUS, INC. 
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PARISTYLE FOOTWEAR MFG. CO., INC. 
eg gy 


Epatety 
‘est ‘S5th. St., N 
HIGH GRADE TURN MULES end D'ORSAYS 


Satins, Kids, Brocades and Fancy Pa’ 
$27.00 per doz. and up 


WHERE TO BUY 
Standard Shoe Materials 
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CRBESE & COOK CO. 
Tesseries at Danverspert. 95 Seuth St.. Besten. Mace 
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| Patent Leather Leads 


in Boston Factories 


Boston, Mass.—Shoe factories are 
busy, not only on numbers for imme- 
diate shipment, but for late fall, winter 
and spring deliveries. There is a more 
definite character to the style trend, 
in the interpretation of the buyers, 
who have the color and pattern trend 
for this fall and winter, at least, pretty 
well in mind, and are ordering accord- 
ingly. Patent leather shoes are the 
best sellers; there is a strong move- 
ment for black suede numbers, with 
and without trims; there is also a 
goodly assortment of black satin and 
black silk rep being sold. 

One concern is showing at its Boston 
sample rooms a number of attractive 
models in Mallinson’s transparent vel- 
vet. Dainty straps with center and 
side fastenings are among the new 
numbers in brown and black kid. 

In men’s shoes, the demand continues 
strongly for black calf shoes in con- 
servative patterns. 

In children’s numbers, patent leather 
dress numbers are in good demand, as 
well as many numbers in tan elk. Boys’ 
shoes continue to follow the lines of 
men’s styles. 


Nunn-Bush Establishing 
Pacific In-Stock Dept. 


MILWAUKEE, WIs.—With turnover, 
the keynote of modern merchandising, 
the Nunn, Bush & Weldon Shoe Com- 
pany has found it necessary to estab- 
lish a branch in-stock department on 
the Pacific Coast to better serve Nunn- 
Bush merchants in the Far West. 

This branch stock department will be 
known as the Nunn-Bush Shoe Com- 
pany, Inc., and will be located at 111 
New Montgomery Street, San Fran- 
cisco, Cal. A wide range of styles, 
from 35 to 40 numbers, more if needed, 


will be carried in a complete range of | 


sizes and widths. The branch will be 
in operation by Oct. 1 and will serve 
merchants located in California, Wash- 
ington, Oregon, Nevada and Arizona. 
C. K. Smith will be in charge. 

The Nunn, Bush & Weldon Shoe Co. 
has successfully operated for the past 
three years an in-stock department in 
New York City, the Nunn-Bush Shoe 
Company. Inc., 144 Duane Street, serv- 


ing the New England States, New Jer- | 
sey, and the eastern half of Pennsyl- | 


vania and New York State. 


Vulcan Opens 11th Plant 


Cuicaco, Inu (UTPS) — Predicting | 
that more than 15,000,000 pairs of | 


wooden heels.and 750,000 pairs of lasts 
will be made in .1928 for women’s 
shoes. the Vulcan Corporation. one of 
the largest manufacturers of these 
products, announces the opening of its 
eleventh and 
unit at Effingham, III. 

Officials of the company assert that 
during 1927 only 5,497,053 pairs of 
heels were made while the lasts for 
shoes totalled 632.000. This year, due 
to the increasing demand, the predicted 
figures will be reached. The Vulcan 
Company produces 23 per cent of the 
lasts and 30 per cent of the heels. 


largest manufacturing | 


| 
| Wanted—A Shoe Factory 


OKMULGEE, OKLA. (UTPS) — The 
Okmulgee Chamber of Commerce has 
sent out letters to 65 shoe companies jy 
Missouri and Illinois, presenting the 
possibilities of Okmulgee as a shoe 
manufacturing site. The letters cop. 
tain a copy of an industrial survey of 
the city. 


Brockton Plants Working 
on Full Schedules 


BROCKTON, Mass.—Indications of the 
way business is booming in this center 
is the fact that shipments for last week 
passed the 11,000 cases mark, it being 
the third week in succession that more 
than 10,000 cases have been shipped 
from this city, and this total not tak- 
ing into consideration trucking figures 
which are said to amount to nearly 
1000 cases a week during busy times, 

Shipments for the first seven months 
this year totaled 249,112 cases, with 
a few days in July figured as of the 
first week in August. A year ago for 
the same period the seven-months'’ total 
was 217,313 cases, making the total 
gain for the year to date more than 
30,000 cases. 

Shipments for July of 1927 
only slightly more than 27,000 
| whereas for this year they were °*}2,000 
| cases, a gain of more than 5000 cases. 
Factories are working on full sched- 
ules, although some are having the Sat- 
urday morning loafs. 

Still further evidence of the boom 
here is the fact that it is with diff- 
culty union headquarters and employ- 
ment agencies are supplying al! the 
help needed, particuiarly _ stitchers, 
| vampers and all-around cutters. News- 
papers every day are publishing adver- 
tisements for help. In dull times for- 
mer competent shoe help left the trade 
and engaged in other pursuits or mi- 
grated to other centers, with the : 
that busy times now have left 
what of a shortage. 
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| Whittemore Bros. Furnish 
Self-Service Displays 


Boston, Mass.—Make it 
make sales is the idea which is 
mental in modern merchandising plans. 
The present-day method of acing 
merchandise in sight of trade con- 
tributing to the prosperity of mer- 
chants. With characteristic enterprise 
Whittemore Bros., the large shoe polish 
manufacturers of Boston, Mass., have 
| recently introduced to the retai! trade 
| an attractive display which serves the 
double purpose of a 1/12 gross ship- 
ping unit and counter sales maker. 
This is especially designed for shoe 
cream, in tubes that never break. leak 
or spill. When the box containing this 
| quantity is opened it assumes the form 
of an attractive display with contents 
available for quick turnover. 

A choice of black, russet or 
is offered, alone rather than in 
nation. It is more desirable * 
| on sale a display carton of eac! 

than a combined assgrtment w 

comes no assortment at all, 

lacks that which the custome! 

The jobbing trade is prepared 

ply this new self-service shoe 

display in the quantity desired 
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New Plant for E. R. Apt 


MANCHESTER, N. H.—The E. R. Apt 
Shoe Co. is equipping No. 12 weave 
mill of the Amoskeag corporation for 
the manufacture of women’s McKay 
shoes, production to be started in the 
near future. The company, with a 
main factory in Exeter, N. H., where 
it has operated for several years suc- 
cessfully, is planning to make 2000 
pairs daily at the Manchester branch. 
Adequate factory facilities are being 
made available to increase this produc- 
tion to 4000 pairs daily. Local help is 
being given preference with employ- 
ment, with steady production assured. 


Colonial Tanning Co. 
Holds Annual Outing 


Boston, Mass.—On Sunday, Aug. 
12, the Colonial Tanning Company held 
its fourth annual outing at Nantasket 
Beach. Leaving Boston at 8.45 the 
party arrived at Crow Point at 10 
o'clock. The remainder of the morn- 
ing and part of the afternoon were 
spent fishing off Pemberton. Success 
early attended the efforts of most of 
the members of the party, and a very 
substantial catch was attained, as well 
as good sunburns for everyone in the 
party. 

Following the return from the fish- 
ing grounds a full course chicken din- 
ner was served at the Hotel Kenberma. 
The afternoon passed all too quickly 
with bathing, games on the beach and 
various other forms of amusement. 
The ited returned to Boston at 8 
o’clock. 


Stronger Demand for 
Light Weight Footwear 


LyNN, Mass.—Many buyers insist on 
shoes that are actually light in weight, 
as well as light in looks. Eleven 
ounces to the pair is a standard for 
the weight of Lynn novelties. Many 
women desire shoes that are light on 
their feet. Dancing is one reason. It 
may be that the same reason is re- 
sponsible for the demand for shoes with 
finer linings. 

The price problem is being worked 
out according to the relations between 
manufacturers and their customers. 
The statement has been publicly and 
emphatically made by a leader in Lynn 
that “too many cheap shoes are being 
produced.” 


F. M. Hoyt Factories 
Operating at Full Speed 


MANCHESTER, N. H.—The factories 
of the F. M Hoyt Shoe Co., this city, 
engaged in the manufacture of both 
men’s and women’s shoes, are operat- 
ing at full speed, and heads of the firm 
speak with great optimism of the Fall 
outlook. Salesmen were advised re- 
cently that the local factories were 

ed up for two months. This is 
ample indication of the favorable re- 
ception of the new lines of the Hoyt 
company. 





Shoe Production Is 
Growing In Manchester 


New Hampshire City Has 
Plants—All Busy On Fall 
Footwear 


MANCHESTER, 
with a shoe industry numbering a 


score of: thriving manufacturing and | 
allied establishments, is, at the present | 


time, one of the bright spots on the 


industrial horizon in its relation to the | 


shoe and leather trade. The city as a 


shoe manufacturing center has stead- | 
ily grown in importance during recent | 


months, and recent additions promise 
continued advancement. 

Practically every type of shoe is 
made in the local industry, the intro- 
duction of the women’s turn shoe be- 
ing the latest departure and one which 
has worked out to great satisfaction. 
Recent additions have swelled the 
women’s McKay branch of the indus- 
try, with further increase along this 
line predicted. Ample labor is availa- 
ble, and the new additions to the in- 
dustry have been able to start opera- 
tions with despatch. 

The factories are now busily engaged 
in getting out footwear for Fall and 
Winter. Steady production has been 
reported in the majority of the plants 
since early in July, with the run pre- 
dicted to extend into the early Fall. 
The reopening of the schools and col- 
leges is giving impetus to the children’s 
and youths’ business, while novelty 
footwear in the smart Fall type is fea- 
turing the women’s trade. Black is be- 
ing cut largely in the women’s plants, 
with browns in ooze calf and suéde 
running next. Patent leads blacks, with 
kid, satin and velvet next in order. 


Ozark Shoe Co. May 


Move to Tulsa, Okla. | 


TULSA, OKLA. (UTPS)—Strong prob- | 


ability that Tulsa soon will obtain a 
shoe factory with an annual payroll 
of $300,000 to $400,000 at the outset, 
is reported by the Chamber of Com- 
merce. The concern is the Ozark Shoe 
Co. of Webb City, Mo. At first only 
medium priced women’s shoes will be 


produced, and will be sold through a | 


system of about 25 retail chain stores 
owned by the company. One of these 
stores already is in operation at Ponca 
City. Later the manufacture of men’s 
shoes and other grades will be under- 
taken. If financing is completed at 
once the plant can be in operation after 
the first of the year. The present plan 
is to locate the plant at Sand Springs, 
and it will be constructed on the unit 
plan 
desired. 


To Attend G. A. R. Meet | 


New York, N. Y.—Henry Lilly is 
going to National Encampment, G. A. 
R., from Sept. 16 to 22, spending six 
days in all at Denver, Colo. He is past 
state commander of the G. A. R. and 
is the oldest active business man in the 
shoe and leather industry. 


N. H.—Manchester, | 


WHERE TO BUY 


Women’s Novelties 


New | 





$2.98 Seller 
at $2.00 Net, 
30 Days! 





Circular sent on 
request Send for 


) . it now! 
<< Fonsy): Samuel Cohen 
Shoe Co. 
72 Lincoin St., Boston, Masa 
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WHERE TO BUY 
Shoe Buckles & Fabrics 
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E CUT STEEL— E 
IMITATION STEEL 
] BEADED | 
SHOE BUCKLES 








so that it can be enlarged as | 


T «.a@H. veITH, Inc TF 


Za —I m porters— Md 


9-11 East 38th, New York 





Cut Steel Buckles 
Tinsel Shoe Fabrics 


CRACOVANER 
389 FIFTH AVE., NEW YORK 
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“Decidedly Different” 
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WHERE TO BUY 


Store Fixtures 


6 OF ee re 


HAVE YOU A COPY OF THI 
NEW GOODWIN CATALOG 


of SHOE STORE FIXTURES 


and STORE INSTALLATIONS | 
Worcest a | 
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WHERE TO BUY 
Children’s Shoes 


a8 Ps Pe 








wer er et 


“ELAM’’ 


Flexible Turn Shoes 
For the Jobbing Trade Exclusively 
F. S. ELAM SHOE Co. 


ROCHESTER, N. Y. 
Beston Office: Statler Bldg., Room 532 

















WHERE TO BUY 
Slipper Supplies 








POMPOMS AND ROSETTES 
The right merchandise at the price. 








sent q 
HY-GRADE SLIPPER SUPPLY CO. 
693 Broadway New York City 








“Style Evening” a New 


Sales Promotion Stunt 


CoLuMBus, OHIO (UTPS)—Retail 
shoe merchants of Columbus who are 
members of the Columbus Retail Mer- 
chants’ Association are arranging to 
participate in the “Fall Style Evening” 
to be staged by that association early 
in September.. The “Fall Style Eve- 
ning” is designed to present Fall styles 
to the people and will be sponsored by 
the ready-to-wear stores, specialty 
shops and apparel and shoe depart- 
ments of the department stores as well 
as retail shoé merchants. 

In February of this year, when the 
“Spring Style Presentation” took place, 
shoe dealers participated with much 
benefit. 





Five SKinetes for Sale 


MINNEAPOLIS, MINN. (UTPS) — 
Charles A. Kilbourne expresses himself 
as thoroughly pleased with his new 
venture of establishing the first ex- 
clusive children’s shoe shop at 48 Ninth 
Street, S., after 30 years selling 
‘women’s shoes in a department store 
and in his own establishment. One 
point is the time element. He esti- 
mates his sales at five minutes each. 





Martin & Martin Moving 


New York, N. Y.—Martin & Martin, 
who have been established for several 
years at 583 Fifth Avenue, near 47th 
street, are following the trend of trade 
up-town, and soon will move to a new 
location at 695 Fifth Avenue, between 
54th and 55th Streets. A removal sale 
is now in progress. 








Louis Weber in Control 


PorTSMOUTH, OHIO (UTPS)—Louis 
Weber, a son of the late Charles Weber, 
who founded the Weber Shoe Store on 
Chillicothe Street, about 45 years ago, 
has purchased out the heirs of the es- 
tate of Charles Weber and is now sole 
owner of the business. The concern is 
one of the best known exclusive shoe 
stores in southern Ohio. He purchased 
the interests of a brother and three 
sisters. 


Children’s Department Is 
Opened in Columbus Store 


CoLumBus, OHIO (UTPS) — The 
Fashion, large specialty shop of Co- 
lumbus, opened a children’s shoe de- 
partment recently with a full stock of 
shoes for infants, children, misses and 
growing girls. The department is lo- 
cated on the third floor of the store. 

Joe Ryan, who merchandises the 
woman’s shoe department, will mer- 
chandise the new department. Mrs. 
Dwight Gilmore, who has been con- 
nected with children’s shoe departments 
in the F. & R. Lazarus Co. and the 
Dunlap Shoe Co., is manager. 





New Foot-Saver Shops 


CoLumBus, OH1I0 (UTPS)—The Foot 
Saver Shops, Inc., chartered under 
Ohio laws several months ago, has ar- 
ranged to open its second retail store 
in Akron, Ohio, about Sept. 1. The 
store will be located in a large store 
room at 195 Main Street and will fea- 
ture the Foot-Saver line of footwear 
made by the Julian & Kokenge Co., of 
Cincinnati. 

Harry B. Zavitz, formerly manager 
of the Petot Co. at Columbus, is at the 
head of the company. About two years 
ago Mr. Zavitz opened a retail store in 
Indianapolis and when the Foot Saver 
Shops, Inc., was formed that store was 
the first taken over. The plans are to 
open other retail stores in Ohio and 
adjoining States. The Akron store 
will be styled the Foot Saver Boot 
Shop. The manager has not been se- 
lected. 


J. H. Van Dyke Dead 


CoLumBus, OnI0 (UTPS)—Joseph 
H. Van Dyke, aged 74, one of the best 
known shoemakers in Columbus, who 
specialized in making shoes for crip- 
pled people, died at his late residence, 
Aug. 15, after a six months’ illness. 
Born in Holland, he came to Columbus 
more than 30 years ago and operated 
a shoe shop since that time. He leaves 
his widow, two sons and three daugh- 
ters. 


Aumick Bros. Open Store 


FAYETTEVILLE, ARK. (UTPS) —A 
shoe store has been opened here in the 
First National Bank Building on North 
Block Street by Aumick Brothers. The 
firm recently sold its shoe store on the 
Public Sauare here to the Pollock chain 
stores. The Pollock store will occupy 
the building as soon as the present 
stock is disposed of, officials said. 

















Little Rock Merchants 
Report Big Increase 


LiTTLE Rock, ARK. (UTPS)—July 
proved to be a banner business month 
for Little Rock retail shoe stores. Poe’s 
and Kempner’s shoe stores reported an 
unexpected increase in sales for a 
month that ordinarily is a slack one, 
Both firms are optimistic over the out- 
look for Fall business. One shoe dealer 
ventured the statement that sales in his 
line had increased more than 20 per 
cent over shoe sales for the same month 
last year. The department stores also 
reported good sales in their shoe sec- 
tions. 


Department Remodeled 


Fort SMITH, ARK. (UTPS)—Exten- 
sive remodeling work on the Boston 
Store shoe department is under way. 
The new shoe department will have 
new fixtures, set up on the unit system, 
a new idea in shoe department furnish- 
ing in this section, according to G. E. 
Berson, first vice-president of the Bos- 
ton Store. One side of the depart- 
ment, when completed, will be devoted 
to the buyer’s office, a stockroom and 
the service station, while the other will 
include the shelving under the unit 
system, excluding rows of boxes from 
the view of the patrons. The depart- 
ment will be finished in walnut with 
full-length mirrors. 


To Hold Fashion Show 


CINCINNATI, OHIO—The Cincinnati 
Fall Fashion Show will be held at Swiss 
Gardens the week of Aug. 27, and many 
retail merchants from adjoining States 
have made reservations. The show is 
being held under the auspices of the 
Chamber of Commerce, and more than 
forty Cincinnati wholesalers and man- 
ufacturers are participating, among 
whom are the Charles Meis Shoe Com- 
pany, the Mann-Longini Company and 
Marks & Stix Shoe Company. 


Detroit Stores Robbed 


DETROIT, Mico. (UTPS)—A wave of 
banditry hit Detroit shoe stores on 
Aug. 138, thugs visiting three stores 
and getting away with a total of $663. 
William Garner, 11426 Jefferson Ave- 
nue East, lost $23 from his store safe; 
Forest Davis, 8950 Twelfth Street, 
gave up $440 to an armed thug, and 
Harry Knobt, manager of the Father & 
Son Shoe Stores, Inc., branch at 5415 
Michigan Avenue, lost $200. The 
Father & Son stores in Detroit num- 
ber six. 








New Store in Cleveland 


CLEVELAND, OHIO (UTPS)—A new 
Golde’s shoe store was opened recently 
at 10201 Euclid Avenue by Meyer Gold- 
berg. This makes nine stores or de- 
partments under his operation. The 
new store is in the heart of Cleveland’s 
greatest neighborhood shopping dis- 
trict. Shoes selling at $3.90 are fea- 
tured and the plaque system of display 
has been installed around the borders 
of the salesroom. Joseph Goldberg has 
been appointed manager. 
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T is the business of the 
Dunbar Pattern Com- 
pany to create. And it is 
the pride of the Dunbar 
organization that its crea- 
tions are a most powerful 


style influence. 
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Classified and Opportunities Department 


RATES AND OTHER INFORMATION 


Copy must be received at the Boot and Shoe Recorder, 80 Federal Street, Boston, Mass., on 
Monday of the week of publication in order that advertisements be published same week. 
Otherwise insertion will be put over to the following week’s issue. 


POSITIONS WANTED 
4c per word. 
LINES WANTED 


4c per word. Minimum Charge 75c. 


ALL OTHERS 
7c per word. 
ALL DISPLAY SPACE 


Five dollars per inch. Allow 45 words to an inch 


Minimum Charge 75c. 


Minimum Charge $1.25 





When advertisers desire answers to come in our care 
twelve words must be allowed for address. When ad- 
vertisers desires replies forwarded direct to their address 
each word of their address must be counted in the ad- 
vertisement and paid for accordingly. 


Payment in advance is required, except when regular 
advertisers, as amounts are too small to open accounts. 




















SALESMEN WANTED 


SALESMEN WANTED 


SALESMEN WANTED 








SALESMEN WANTED 


A leading manufacturer of Men’s and Boys’ popularly priced Goodyear Welts 
wants capable and financially responsible men for the following territories: 
No. 1 Minnesota, North and South Dakota 
No. 2 Iowa and Nebraska 
No. 3 Kentucky and Tennessee 


No. 4 Texas 


Popular numbers, both Men’s and 


order line embodies certain service 


shoes exclusively. 
agreeable basis. 
Boston, Mass. 


Address D-658, 


Boys’ are carried in stock and our made-to- 
features usually furnished with high priced 
To qualified men we will pay an attractive commission on an 
care Boot & Shoe 


Recorder, 80 Federal St., 











SALESMEN WANTED 
Experienced shoe salesmen to cover 
Arkansas, Louisiana, Texas, and Missis- 
sippi. Must have road experience. One 
of the fastest selling lines of novelty 
footwear out of Saint Louis. 

BARACK SHOE COMPANY 
1424 Washington Avenue 
Saint Louis, Missouri. 


SALESMEN WANTED 

Men who have established connection of 
long standing with known adult lines wanted 
to carry our standardized, instock, high grade 
children’s welts as a side line for the follow- 
ing territory: New York West of Hudson, 
Pennsylvania, Ohio, Illinois and middle west. 
Short line, established proposition, widening 
its selling field. 

DURKEE SHOE CO. 
Stoneham, Mass. 








WANTED 
Shoe Salesmen who are. 
for a real opportunity in the sho 
industry. Remuneration 


clusive territory. Valuable terri 


mediate sales. Advise in first let 
three business references. 
post card photo. Advise wheth« 
you will devote full time or handl 
Cahill Cartons as side line. 


Cahill Carton Company 


Harrisburg, Pennsylvania 





looking 
\ 2 based 
strictly on commission in an ex- 


tories open in all States. Hundreds 
of inquiries coming in, assure im- 


ter, age, territory you cover and 
Send 











WE have three more lines to be carried as 


a sideline with a shoe salesman. 


Our line 


represents a large number of designs of rhine- 
stone shoe buckles and a complete line of spats. 


Applicants must submit references with 
first letter. Address D-589, care Boot 


Shoe Recorder, 189 W. Madison St., Chi 








Excellent Opportunity 
with 
Brooklyn McKay Firm 


The middle west, south and Pacific 
coast territories are open for a 
man with a productive sales record 
and following. The proper back- 
ing and a ype proposition will 
be given to the man who can prove 
by performance that he can come 
to this organization and produce 
results. This is a rare opportunit 

for the right man. Address D-659, 
care Boot & Shoe Recorder, 239 W. 
39th St., New York City, N. Y. 








New York State, also Chicago 
territories open. Must be men with 
established trade who live on terri- 
tories. Our line established in 


SIDE LINE 
FOR 
HIGH GRADE SALESMEN 


We desire to connect with salesmen selling 
women’s or misses’ and children’s better 
class footwear—not a basement proposition— 
but a line of women’s style corrective footwear, 
Hand Turned—Flexible—up to the minute in 
every detail—very popular—about twenty-five 
samples representing as many patterns, six 
lasts and combinations of one hundred styles 
—easy to handle—easy to sell—advise terri- 
tory. Liberal commission. 
STEP-AID SHOE COMPANY 
Newburyport, Mass. 








WANTED 


Salesman to sell rhinestone Shoe Buckles 
to retail trade. Line consists of twenty- 
four samples, one tray. Straight liberal 
commission. All territory open. 


M. NEIMAN 
1 West 34th St., New York City. 











ARE 


representatives in the following stat 


OPPORTUNITY—We are cha: 


their 
and 
"ago, 


which we have established trade: Ohio, Ar 


sas, Tennessee, Kentucky. Want men ti 


our line of In-Stock leather house slippers « 


Must live on territory and 
Give full particula 
Week! 


side line. 
same close by auto. 
first letter. No drawing account. 
tlements against orders received. Twenty 
now successfully selling line. Easiest 
commodity in shoe game today. Mai 
Corp. (Manufacturers), 35 York St., Bro 
New York. 





ALESMEN wanted to represent sna; 


in-stock line of Welts and McKays co 


tive arch shoes carried in all widths. 
missions paid every two weeks. 


care Boot and Shoe Recorder, 80 Federa! 


Boston, Mass. 





TRAVELING shoe salesman to carry 

plete line of shoe ornaments as sick 
One with large following in women’s | 
shoes. Liberal commission, excellent 

tunity for the right party. All territories 
Send references with first letter. A 
D-655, care Boot and Shoe Recorder, 2 
39th St., New York City, N. Y. 





ver 


rs in 


set- 
men 
lling 
Rite 
klyn, 
nest 
rrec- 
Com- 


Reply to 1)-650, 


St., 


line 
elty 
ypor- 


pen 


facturer 
shoes 
trade. 


N.Y 


1 


Recorder 


these territories. References must 
be A-1. Apply John Pilling Shoe New Jersey fo 


Co., Lowell, Mass. 


ALESMAN to cover 

York Wholesale house. Must have follo 
ing and proved successful. Good opportun 
for right man. Also having opening f: 
York. Address D-656, care Boot an 
ae, 239 W. 39th St., New Yor 


ALESMEN to represent women’s popular 

priced novelty line for immediate delivery. 
Strictly commission basis for New York City, 
Brooklyn, and New Jersey territory. Address 
1¥-660, care Boot and Shoe Recorder, 239 W. 
39th St., New York City, N. Y. 


ALESMEN WANTED—We have an open- 

S ing in several states to carry ladies’ medium SALESMEN WANTED—To carry a popular 
price novelty shoes in stock, as a side line on price line of stitchdown shoes. Sandals and 
a strictly commission basis. for Mississippi, oxfords to volume buyers, on commission basis, 
Kentucky, Iowa, Indiana, Arkansas, Tennessee for Missouri, Kansas, Iowa, Illinois. Wisconsin, 
and Texas. Applicants must submit references Minnesota. State references and full qualifica- 
with their first letter. Address D-645, care tions in first letter. Write Box D-661, care 
Boot and Shoe Recorder, 1627 Locust St., St. Boot and Shoe Recorder, 80 Federal St., 
Louis, Mo. Boston, Mass. . 


AS Mar 
tion 








ANTED—Salesman with established 

to sell our line of “In-Stock” Jiven! 
Shoes in Michigan, Minnesota, Wi: 
Illinois, Indiana and North Dakota. 
commission. Give full particulars i 


of application. H. H. Freeland, Inc., Rochester, 
Ee 
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FOR LEASE 


WANTED TO PURCHASE 





INE OPEN—Salesman wanted for New York 
Li state east of Rochester. Factory line 
women’s welt arch support shoes retailing at 
$5.00. 8% commission. Also attractive IN- 
STOCK proposition. Address D-652, care Boot 
and Shoe Recorder, 80 Federal St., Boston, 


Mass. 


pe 
ALES MEN—Men’s spats of the better grade 
for all territories. Strictly commission. 
Only those who command the best trade. Ad- 
dress 10-654, care Boot and Shoe Recorder, 239 
W. 39th St., New York City, N. Y 











FOR SALE 


Fok SALE—Will sell at bargain one United 
Shoe Machinery Splitting Machine Model 
“a”—One Sticker Machine and one Drying 
Rack. Address: H. N. Cook Beiting Company, 
San Francisco. Cal. 





WHITE PLAINS AVENUE, corner 237th 
Street, Bronx, New York. Fine, large 
corner store to lease in a rapidly developing 
neighborhood where there is a crying need for 
a popular-priced shoe shop. Also large store 
with five-room apartment above it. Rent rea- 
sonable. Phone owner, Port Richmond 3794-J. 





O LEASE—Attractive space to lease for 
women’s high grade _ shoes. Leading 
Women’s Department Store in Southern Col- 
lege town of 25,000. Attractive proposition. 
Address Louis Wiesel, Inc., Tuscaloosa, Ala. 








To Be Sure Tuat You Rece1ve 


THE VERY HIGHEST PRICES 


for your retail odds and ends, entire or 

surplus stocks, ask us for our bid (estab- 

lished 40 years). Cash transactions. 

New York Export Purcuasine Corp. 
596 Broadway, N. Y. City 




















T?2. LEASE—Space for Women’s and Chil- 
dren’s Shoe Department in a Popular Price 
Department Store that is being remodeled and 
expanded. Feinson & Son, Danbury, Conn. 





FOR RENT 


HIGHEST CASH PRICES 
PAID 


for shoe stocks, slow sellers, etc. Short term 
leases taken over. Transactions confidential. 
Est. 1890. 
MAX GLAUBERG 
54 Lispenard St., New York City 
Canal 8014 











OR SALE: Well established good paying 
Retail Shoe Business. _ Exclusive location 
Must be sold at once. G reasons. Full 
details, write ALDERDYCE Realtor, Battle 
Creek. Michigan. 





Going Business For Sale 


jern equipped store with well established 
e (a business over 50 years old). 

location in heart of northern Illinois city 

th trading area of 150000. $85,000 busi- 

s in 1927. Owner retiring from shoe busi- 

Address D-657, care Boot & Shoe 

i 189 W. Madison Street, Chicago, 











IRST class family Shoe and Hosiery busi- 
ness in fast, growing seaport town. Popu- 
lation 40,000. Annual payroll $25.000,000. 
Business four years old and _ sstrictly cash. 
Main Street location. Low Rent. Clean 
Stock. Stock inventories $7.000.00. Fixtures 
$1,000.00 Will take $6,400.00 Cash. Other 
interest requires my _ full time. Address 
Daley's. Port Arthur, Texas. 





LINE WANTED 


ANTED—For Indiana. A _ real line of 

shoes that has been favorably known in 
this state and has some established accounts 
here. Prefer St. Louis or Cincinnati factory 
line. Kesident salesman here for a number 
of years of a nationally known line of foot 
wear. Can assure the attention of the best 
accounts in this state and get results if the 
line merits it. Address D-646, care Boot and 
Shoe Recorder, 80 Federal St., Boston, Mass. 





POSITION WANTED 


EXPERIENCED New York Shoe Buyer, 
wishes a position as Buyer or Assistant 
Buyer outside of New York City. Can furnish 
best of references. Address D-651, care of 
Boot and Shoe Recorder, 80 Federal St., 
Boston, Mass. 











LIVE wire Salesman with ten years’ experi- 

ence selling to retail and chain stores is 
open for a proposition with a reputable manu- 
facturer of men’s and boys’ dress and work 
shoes for Greater New York. Established 
trade. Address D-653, care Boot and Shoe 
ager. 239 W. 39th St., New York City, 





ISPLAY MANAGER—My experience covers 
“a period of twelve years of directing the 
windows and interior display of the smartest 
Popular price shoe chain in the country. I 
have succeeded close to 190 per cent in making 
windows the “Star Salesman of the Avenue.” 
Address 1-662, care Boot and Shoe Recorder, 
8 Federal St., Boston, Mass. 


ASTON, PA.—Store 15% x 104, 100% loca- 
tion for shoes. New modern front. Moder- 
ate rental. 185,000 buying population. Apply 
D. Kabatchnick, 688 Lehigh St., Easton, Pa. 





: 

OR RENT—Store Room. One hundred per 

cent location, rent reasonable. Apply to 
M. R. Mirbach, Shamokin, Penna. 








- HELP WANTED 





ANTED—Experienced man who can write 

ads and dress windows. State experience 
and salary expected. Address GUARANTEE 
SHOE CO., P. ©. Box 1288, BIRMINGHAM. 
ALA. 








MERCHANTS’ NEEDS 








Solves the problem 





of fitting puffy insteps 


A practical tool invented by 
a practical retail shoe sales- 
man of many years experi- 
ence, used and appreciated by 
the leading retailers of the 
country. Solves the problem 
of fitting puffy insteps. 


Carter’s Vamp Easer Co., Inc. 
Valley Stream, N. Y. 














Advertising Air Balloons 


Size No. 50—8%”" Inflated 


$4.00 per gross 
8 us your or more 
your Ad Assorted Oclors 


W. E. FOLLIS ARVSERTISING 
159 No. State St., Chicago, Ill. 








S Manager of retail or chain store organiza- 

. Thorough shoeman and executive. 
Age thirty, with fifteen years’ retail experience. 
Five years with present employer, but condi- 
tions compel change. Will travel anywhere for 
good opportunity, Can furnish excellent refer- 
ences, Address D-663, care Boot and Shoe 
qerarder, 239 W. 39th St., New York City, 





Use Recorder Service. There are 
many ways in which the Boot and 
Shoe Recorder can serve you. Write 
us your 











MERCH 





DISPLAY 
FIXTURES 


MAKERS OF THE BEST Oniy 


RANKEL 


DISPLAY FIXTURE CO.: 


t) OF EVERY 
DESCRIPTION 
Send for Catalog |; 
by B46 


493 SEVENTH AVE- NEW YORK 


esTaBLUsHE® Shed 


LABELS 


and 
SHOE CARTONS 


EXCLUSIVE BUT NOT EXPENSIVE 
SAMPLES UPON REQUEST 


te9-17) LEXINGTON AVE.. BRODEAYD, atu 


AMERICAS CREATEST 
SHOE CARTON @& LABBL MrGe 


LABELS 


The DISTINCTIVE arid 
PERMANENT MARK 


F.H.KLUGE 
WEAVING CO. 


o 
2S 2S ww 34.52 SF B.¥.c 
Phone WISCONSIN &I30 
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Boston Retail Trade 
Reported as Spotty MERCHANT NEEDS 


eg Ee erg, Boston, Mass.—The retail shoe 
BT OSCAR ON KEN ee) — of the my A is a: with 
Fixtures of Quality sales continuing as the principal events 
S SUT iy MANY PERIOOS © ERS CUSHION TIRE 
>\ STORE LADDERS 
ke~ 3} 





MERCHANTS’ NEEDS 














Display 
ego Enos MAN of the past week. Here and there all 
| 1 WOSS ONLY, BUT m y vemeee | new goods are shown, at no reduction 
in prices. Local chain stores, with 


other ~— in various cities of =~ z 

. country, have shipped their over-plus ==: === Za 

Y of white and light colored shoes to the ~ = # Insure perfect 
- South, and are featuring a wide range shelf service for // 
} of browns and blacks in suede, black _ any line of mer- Wj 
£ :. silk crepe, calf, kid and in genuine |} chandise. Deep tread // 
brown alligator. steps, properly spaced, //7// ~ 
: - Merchants interviewed state that with convenient fall A 

they expect that buckles will sell well + Pa my ph. My 


























for fall and that they are going to mounting or descending 

merchandise these goods as separate = ease. Both hands 

items. Navy blue is still in good de- | § PShace stock without 

mand. Retail shoe store managers re- danger of falling. hy 

meee , port that they expect a big sale of Cushioned awed 4 

: , : ® ‘ 

i black crepe pumps, straps and ties, on Wheels eliminate noise and prevent vibra- 

account of its reputed durable and fast- tion. Erection as simple as A, B, C. Utilize 

color properties. a opens. ._—— top . -Y- ay — 
’ able tor stock purposes. me style—neat o 

a In men's shoes the new styles ar- design—nicely finished—any height ceiling. 

riving, even in medium grades, show Thousands in use. 


refinement of line, with narrower toes; Circularon nye FE MYERS & BRO.Co. 
even sport shoes, say those interviewed, Sogees. ASHLAND, OHIO. 
feumPS-WATER SYSTEMS-HAY TOOLS - DOOR HANGERS} 


are more “conservative,” the effects 

being planer. For men’s Southern 

etal: diel trade, it is anticipated that black and 

ott ieee Gee fon white combinations, both in white buck 

and black calf, as well as in white calf, 

THE Oscar ONKEN Co. ]| and black, caif with all leather soles, 

611 West 4th Street to - —_e with spikes, will - 

popular sellers as soon as the Palm 
A SPECIAL FIXTURES MADE FOR ADVERTISING PURPOSES J Beach selling season commences. 


One of the Two Best Lines Made - WINDOW 
CINCINNATI, QO. IDISPLAY FIXTURES 
Troy Off to Europe | made by 
: BROOKLYN, N. Y.—Seymour Troy, of 
Milbradt {| ‘se 20 mipsinccang tom of Sex. | | SFGALLE SONS 


an extended tour of the shoe style cen- A RC ‘iH 

Ladders ters of Europe. Mr. Troy will bring 923 ST. 
back a large number of new style ideas PHILADELPHIA, PA. 

to be incorporated in the firm’s line. 


Made for 40 years | | ARE BUSINESS GETTERS 


ventors, 
ade in all styles oe : SEND R TALOG 
to" suit any “alti New & Used Chairs fo CA 


Get our price before ss Handsomely Eazzey Brown Is Dead 


placing your order h | d 
Milbrad Epmorstesen, ALBANY, N. Y.—Eazzey Brown, 
ubradt ‘ Mulberry owner of a chain of retail shoe stores 
Manufacturing Co. , , Ori in this locality which he had operated 
cover. rig- for over 30 years and an old REcORDER 


ST. LOUIS, Mo. inal cost, subscriber, died recently in this city 
e le | $11.50. Used after a long illness. Mr. Brown was 





















































55 years of age. He was a pioneer 
3 months. shoe merchant, it is claimed, and was 
the first retail merchant in this part 


Merchant on Long Hike Price... $6.50. of the country to conceive the idea of 


ATLANTA, GA. (UTPS)—T. L. Emer- Other _ styles | conducting several stores. He was a 
son, Atlanta shoe store manager and h d life-long resident of this city, and was 
a veteran of the World War, has set | os ase. brought up in the South End. He was 
out to walk from Atlanta to Los | Prices range at one time Republican leader in the 
Angeles, California, in an effort to | el © Fourth Ward. He was a philanthropist 
establish a new record for the distance. | ul — and prominent in Hebrew affairs 
—_. hopes 7 a a ee of $1.75. 
eighty-seven days, and will average , 
30% “aliee a i, carrying only Beal Shipments Covered Buckles Moving 
BROOKLYN, N. Y.—The trend toward 
f large buckle ornamentation on shoes 
packing extra. is reflected in heavy orders for large 


officer’s pack on his back. anywhere, 
Loom pane Cote - rt 4 covered buckles now i= 
tT Louis, Mo.—The Vogue Boo Op | . : booked by the Vanity Novelty Works, 
has just issued a special fall catalog Crown bee en Picture according to Mr. Lifshutz. The bulk 
illustrating 36 styles of short vamp Ppites of these orders, he says, call for patent 
shoes in which they specialize. A ma- 729 Seventh Avenue, New York leather coverings, with underlays 0 
jority of the styles are of reptile in | - — patent with contrasting leathers, often 
combination with other materials. " worked in novel designs. 
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Are You Giving a Square Deal? 


Every woman who comes to your store, whether 
customer or prospect, comes because she has con- 
fidence that she will get there the greatest value for 
her money. 
If she goes out in misfitted shoes that confidence has 
been jeopardized. Sometime, somewhere someone is 
certain to comment on the poor fit she got and then— 
goodbye customer. 
FIT EVERY PAIR PERFECTLY! 
You can doit. In the past it couldn’t be done except 
in high priced shoes. $5 shoes only came in C, D and 
E. Forget the past. This isthe ENNA JETTICK 
age. You would certainly rather fit than misfit your 
customers. 
ENNA JETTICK HEALTH SHOES 
ue Saeee make it both possible and easy to properly fit every 
eo foot. We stock them and you can carry them from 
AAAA to EEE—you have a choice of 71 attractive 
styles and you can sell them profitably for $5 and$6. 
ENNA JETTICKS fit both the feet and the purse. 


If you are interested and there is no Enna Jettick dealer near you 


Tue Rena Write DUNN & McCARTHY, Inc., Auburn, N. Y. 


THE PROMENADE 























FASHION DICT ATES LEATHER COVERED BUCKLES 


Fashion has dictated large leather covered 
buckles for Fall, and for discriminating 
buyers this means VANITY. 





Ask your 


Vanity ornaments have always been first in Manufacturer 
‘ —_ _— i for 
demand by manufacturers, for Vanities give Vente Guation 


that finishing touch to your models. So let 
Vanity open the door to profits for you. 


VANITY NOVELTY WORKS 


1261 Atlantic Ave. Brooklyn, N. Y. 


oS Bx 
Self-Starting 


Merchants 
order Greeley Boudoirs be- 
cause they know this old, 
reliable house slipper is 
right in every partic- 
IN ular. In black or 


30 Lines — Men's House . colors, with leather or 


Slippers. I stock. 
Price =. 52.25 4 $4.25. STOCK rubber heels. Ask 
Me 47 — Teo Kid Opera 36 Pair Cases your jobber—or write 


us. 
































A. W. GREELEY 


xX 12 Duncan St. Haverhill, Mass. Bee 
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The Boot and Shoe Recorder 


Serves 1n 


Getting More Shoes Right; not only “more” but “right”; sold 

for the right purpose, to the right wearer, in the right fitting, for the 

right price, at the right profit. This is the great problem of the retail 

shoe merchants. The chief purpose of THe Boot anp SHoE ReEcorpER 

is to help solve it; for this is the basic problem upon which depends 

the progress of the entire allied industries relating to shoes and leather, 
their production and distribution 


In this Issue— 


First FALL FLASHES 
Of What Merchants Will Show the 
College Youths. 


It’s A CRIME 
That Children’s Shoes Are Not 
Better Fitted 


THE VOICE OF THE RECORDER 


Two CONVENTIONS 
Develop Theories on the Fitting 
of Shoes. 


Must HANDLE ’EM BEForRE Buyinc. Getting Shoes In the Open 


On the Style Trend 
Shouts Chester Herold 


Opinions of the Editor 
On Foot Care 


O. P. I. (OTHER Peopte’s Ipeas)... 2y Harry R. Terhune 
From Here, There and Every- 
where. 

RETAIL SHOE SALESMEN Edited by Helen M. Haney 

News and Views of the People on 

the Floor. 


SHOE STORE SERVICE SECTION Merchandising, Advertising, Dis- 


WHOo’s WHO ON THE RoapD 
News of the Travelers. 


SHOE MERCHANT NEWS. 


SHOE MARKET NEWS 
OTHER REGULAR FEATURES. 


GETTING MORE 
SHOES SOLD RIGHT 


THE Boot AND SHOE RECORDER PUBLISHING Co. 
80 FEDERAL STREET, BOSTON, MAss. 
tenement os EVERIT B. TERHUNE, President 
LEBRECHT GEO . 
mew W. R. HILL 








tce- 
H. WALTER SCOTT B. C. BOWEN 
Vice-President Vice-President 
ARTHUR D. ANDERSON 
Secretary 
Directors of the corporation, in addition to 
the above-named officers, are as follows: 
A. C. Pmarson Hucu M. Bowzn P. M. FAHRENDORF 
Owmn A. THomas CHaRLes H. FuRBER R. L. Szwarp 


SUBSCRIPTION RATES 
The subscription price of the Boor anp SHox Recorpme is $3.00 for one year, which includes 
postage in the United States, its ions, Canada, Mexico, Spain and its colonies and South 
America (excepting Venezuela and the Guianas, which is $6.00). 
FOREIGN SUBSORIPTION—The price to all foreign countries except the above is $6.00 per 
year including postage. ‘ 
All subscriptions are payable in advance. Single copes 25 cents. 


4 request for change of address must reach us at least thirty days before the date of tesue 
with witch it is to take effect. licate copies t be sent to replace t liver: 
through fetlure a ‘oe. * with - e 4 ey = 











to send your new address be sure also to send us 
the old one, tnclosing tf possible your address label from a recent copy. 
Eintered as second-class matter Sept. 19, 1925, at the Post Office at New York, N. Y., under the act of 
March 3. 1879. 


Member of the Audit Bureau of Circulations 
Member, Associated Business Papers, Inc. - 
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A buying guide 


BOOTS AND SHOES 


Alden, C. H., Abington, Mass 
Ault-Williamson Shoe Co., Auburn, Me 


Best-Ever Slipper Co., Inc., Brooklyn, 
Pe Bs Sovccedeccesseséeseessecceses 94, 104 


Blog Shoe Co., New York City 103 
Brooks Shoe Mfg. Co., Philadelphia, Pa 


Cohen, Samuel, Shoe Co., Boston 


Commonwealth Shoe & Leather Co., 
man, M 


Coon, W. B., Co., Rochester, N. Y... 
Corrective Shoe Co., St. Louis, Mo.... 
Cushman-Hollis Co., Auburn, Me 


Dingley Foss Shoe Co., Auburn, Me.. 
Dunn & McCarthy, Auburn, N. Y..... 
Edwards, J., & Co., Philadelphia, Pa 

4th Cover 
Elam, F. S., Shoe Co., Rochester, N. Y 106 
Emerson Shoe Mfg. Co., Rockland, Mass. 102 
Evans, L. B., Sons Co., Wakefield, Mass 


Fiebrich-Fox-Hilker Shoe Co., Racine, Wis 
Ford, C. P., & Co., Rochester, N. Y... 
Friedman, B., Shoe Co., New York City 


Greeley, A. W., Co., Haverhill, Mass. 
ae Ernest D., Co., Newburyport 


Hill, Howard W., Co., Beverly, Mass. 
Hood Rubber Co., Watertown, Mass. 


Ideal Baby Shoe Co., Danvers, Mass. 
Keith, Geo., E., Co., Brockton, Mass. 


Lancaster Shoe Co., Elizabethtown, Pa 
Lumbard Shoe Co., Auburn, Me 


Menihan Co., R 





Nettleton, A. E., Syracuse, N. Y.... 


Packard, M. A., Ce., Brockton, Mass 
Porter? awene Mfg. Co., Inc., B: 
Red Wing Shoe Co., Red Wing, Mir: 
Reed, E. P., & Co., Rochester, N. Y 
Reynolds, Bion F., Brockton, Mass.. 
Richards & Brennan Co., Randolph, )'*: 
Riley Shoe Mfg. Co., Columbus, Ohi 
Roberts-Johnson & Rand, St. Louis, \! 
Robertson Shoe Co., Minneapolis, Mi 
Roth & Resenberr Shoe Co., Phila 





LT. 8 


Kepner 
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Levor, 


New C; 


Ohio L 


Pfister 
Wis. 
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Our Advertisers in 


Selby Shoe Co., Portsmouth, Ohio. Front Cover 
Schwartz & Herder, Inc., Philadelphia, Pa. 103 
Shaft-Pierce Shoe Co., Faribault, Minn.. 7 
Sherwood Shoe Co., Rochester, N. Y 

Smith, Wm. Sumner, Chicago, II! 

Stacy-Adams Co., Brockton, Mass 

Swan Shoe Co., Baltimore, Md 


Truitt Bros., Inc., Binghamton, 


United States Rubber Co., New York City 95 
United States Shoe Co., Cincinnati, Ohio.. 4-5 


Walton, A. G., Co., Boston 
Weinbrenner, Albert H., Co., Milwaukee, 


Wise & Cooper Shoe Co., Auburn, Me.... 
Wright, E. T., Co., Ine., Rockland, Mass. .68-69 


LEATHER AND OTHER MATERIALS 


Amalgamated Leather Co., Phila., Pa 
Armstrong Cork Co., Lancaster, Pa 


Barnet, J. S., & Sons, Boston, Mass 
Beebe, Lucius, & Sons, Boston Mass. 
Beggs & Cobb Co., Boston, Mass 


. 2d Cover 


Creese & Cook Co., Boston 


Essex Rubber Co., Trenton, N. J 

Evans, John R., & Co., Camden, N. J.... 
Goodyear Tire & Rubber Co., Akron, Ohio. 19 
Hub Gore Makers, Chelsea, Mass 

I. T. S. Co., Elyria, Ohio 


Kepner, C. D., Co., Boston 
Keystone Leather Co., Phila., Pa... 


.3rd Cover 
Levor, G., & Co., New York City 

New Castle Leather Co., New York City.. 
Ohio Leather Co., Girard, Ohio 


— & Vogel Leather Co., Milwaukee, 


15 


Respro, Inc., Providence, R. I 47 


vais, Fred, Leather Co., Fond du Lac, 
89 


Standard Kid Co., Boston 


West Virginia Pulp & Paper Co., New 
York City 


FINDINGS AND SHOE STORE SUPPLIES 


Adler-Jones Ce., Chicago, Ill 
American Seating Co., Chicago, II 
Andrews, A. H., Co., Chicago, II! 


Crown Motion Picture Supplies, New 
York City 1 
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Follis, W. E., Adv. Service, Chicago 

Flexlume Corp., Buffalo, N. Y 

Frankel Display Fixture Co., New York 
City 109 


Geoedwin, C. -» Ine., Worcester, 
Mass. 


Grafid Rapids Store 
Grand Rapids, Mich. 


Equipment 


Kawneer Co., Niles, Mich 


Myers, F. E., & Bro. Co., Ashland, Ohio 110 
Milbradt Mfg. Co., St. Louis, Mo 


Miller, O. A., Treeing Mach. Co., Brock- 
ton, Mass. 


Onken, Oscar, Co., Cincinnati, Ohio 


Schack Artificial Flower Co., Chicago, III. 
Scholl Mfg. Co., Chicago, Ill 

Segall & Co., Philadelphia, Pa 

Shoe Form Co., The, Auburn, N. Y 


Whitcher, Frank W., Co., Boston 


MACHINERY, LASTS, MFRS.’ SUPPLIES, 
DRESSINGS, ETC. 


Beckwith Mfg. Co., Boston 
Dunbar Pattern Co., Brockton, Mass...... 


Kluge, E. H., Weaving Co., New York 
City 1 


United Fast Color Eyelet Co., Boston, 


Boston, 
24, 32, 82 


United Shoe Machinery Corp., 


SHOE ORNAMENTS 
Cracovaner, New York City 


Hy-Grade Slipper Supply Co., New York 
Ci 1 


Maison Mann, Inc., New York City 


Vanity Novelty Works, Brooklyn, N. Y.. 
Veith, A. & H., Inc., New York City 


MISCELLANEOUS 


Central Mfgrs. 
Wert, Ohio 


Glauberg, Max, New York City 


Meyer, Frank B., Co., Inc., Brooklyn, 
a. @ 1 


New York Export Purchasing Corporation, 
New York City 1 


Penney, J. C., Co., New York City 
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Next Week 


you will find 


in the 


Boot and Shoe 
Recorder 





EET the brown family, the 

blue family, and the black 
and white family in next week’s 
issue, where we show how all three 
have a place in winter shoe selling. 
Footwear falls into pleasant style 
families this season, and the mer- 
chant who concentrates, carrying 
sufficient sizes and widths, can do 
more with less lines this season than 
ever before. 


HAT about mid-winter 

weights in men’s shoes? Are 
we developing for the first time a 
heavy oxford demand the country 
over? Many a merchant tells us 
that he expects to make more profits 
in his men’s department this fall 
than ever before. 


F William Eastman considers the 
Postion achievement of his long 
life in photography and development 
the popularizing of Koda-Color, then 
we are right at the beginning of a 
greater appreciation by the public. 
Black will never have as large a place 
in the scheme of dress as it has had 
in the past, because the public is 
beginning to know how to use color. 
A common sense view of what color 
means to the shoe store. 
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Good S is are made BETTER with 
INVISIBLE MIDDLESOLE 


NVISIBLE MIDDLESOLE is a bottom 
filler that adds the wear of a middle sole to 
the shoe. 


Soadeeal 


INVISIBLE MIDDLESOLE provides a one-eighth 
inch rubber sole between the two leather soles. 


Saeaell 


INVISIBLE MIDDLESOLE prevents cold or damp- 
ness from coming through to the foot. 


see 


INVISIBLE MIDDLESOLE assures wonderful flex- 
ibility and does away with squeaks. 


oe 


INVISIBLE MIDDLESOLE adds to health and com- 
fort by providing a flat, damp-proof insole. 


oon 


INVISIBLE MIDDLESOLE will not crawl or bunch 
and so eliminates cause of frequent customer com- 
plaints due to uneven wear on insole and outsole. 


te 


INVISIBLE MIDDLESOLE will help you sell more 
shoes and keep more satisfied customers. 


| 


BECKWITH MANUFACTURING COMPANY 


STATLER BUILDING Manufacturers of Uulco Products BOSTON, MASS. 


MR. SHOE BUYER: Ask your shoe manufacturer to 
put Invisible Middlesole (Bottom Filler) in your shoes 
—send for descriptive folder and coupon book today 
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